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American Re-Insurance Co. 


of Pennsylvania 
New York, N. Y. 


$6,126,055.17 
2,341,106.71 


67 Wall Street 


Assets - - - - 
Capital and Surplus - - 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 3,284,948.46 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Fimanclally Strong Conservatively Managed Liberal Coatracts 
CORRESPONDENCE INVITED 
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Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 
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The National Fidelity Life has made a 39% increase in 
new issued business over the same period of 1928. 


man. 


National Fidelity Life Bldg. 
10th and Walnut Sis., 
Kansas City, Missouri 








You should investigate why National Fidelity represent- 
atives are making better headway than ever. 


Unusual openings in Missouri, Kansas Oklahoma, Texas, 
Iowa, Nebraska, Illinois and California for the right type of 


If you are a personal producer with ambitions to build 
and own a general agency, write 


JAMES R. STEWART, 


Agency Superintendent 


NATIONAL FIDELITY LIFE INSURANCE CO. 


KANSAS CITY, MISSOURI 
Ralph H. Rice. President 
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A RELIANCE AGENCY 


Connection Means 


—a direct agency contract, assuring more sub- 
stantial first year and renewal commissions. 
—participating, non-participating and guaran- 
teed dividend insurance with an adequate range 
of contract forms. 
—the Perfect Protection Policy which assures 
less sales resistance, lower lapse ratio and 25% 
to 40% more sales than is the case with the 
average life insurance policy. 
—the new Juvenile Policy which is now meeting 
enthusiastic public acceptance from coast to 
coast. 
—office facilities and furnishings provided in 
the Branch Office without cost. 
—greater opportunities for self-development in 
this fast growing organization. 
—prospect-finding service and newspaper ad- 
vertising. 
—prestige, as a representative of this strong, 
progressive institution which is the first to place 
$400,000,000 of ordinary life insurance in force 
in 25 years without consolidation or reinsurance. 

And what's more, it means PROSPERITY 
to hundreds of Reliance underwriters nation- 
wide. 

“Sell Perfect Protection and you'll sell MORE 
life insurance.” 

Profitable agency connections are open to 
men who can furnish satisfactory references. 
All communications strictly confidential. 


RELIANCE LIFE 
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_ RELIANCE LIFE INSURANCE CO. 


Mail This Coupon Today 


Reliance Life Insurance Company 
Farmers Bank Bldg. 
Pittsburgh, Pa. 

















An Illustration of the 
Perfect Protection Policy 








$ 50.00 weekly if disabled by 
accident. 


$ 50.00 every week for 52 


weeks if disabled by sickness. 


$600.00 per year in addition if 
totally and permanently disabled 
by accident or sickness. No more 
premiums to pay and no deduc- 
tions from the amount of life insur- 
ance due your family. 


$ 5,000 cash to you at age 


65, or 


$ 5, 000 cash or a substantial 
monthly income in the event of 
natural death. 


$15,000 cash or $10,000 cash 
and a substantial monthly income 
in event of accidental death. 








Issued In Larger Or 
Smaller Amounts 








of PITTSBURGH 


Gentlemen: Without any obligation, furnish mejcomplete details on the Reliance Agency Contract. 
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Disability Insurance 


Underwriting This Adjunct to a Life Insurance 


Policy Involves Distinct and 


Individual Problems 
By Joun B. Nicuots, M. D. 


Medical Director Acacia Mutual Life Association 


ISABILITY insurance is a side issue 
ID to life insurance, and in many respects 

involves different considerations from 
those governing life underwriting. It was in- 
troduced into the life insurance business as a 
selling aid, and through the exigencies of com- 
petition has become a general adjunct to the 
latter. At first, the life companies had no ex- 
perience to guide them in determining the 
rates and conditions to be imposed for the 
disability features, and entered upon the field 
in an experimental and tentative way. The 
companies are now gaining their experience 
and are able to observe the results oi their 
disability underwriting as hitherto conducted. 
Last year thirty-five companies lost $15,000,000 
on disability insurance; three of the largest 
losing $9,000,000. These results have been very 
disconcerting, and the question of disability 
insurance is causing the greatest interest and 
concern in life insurance circles at the present 


underwriting, especially for 
monthly annuity benefits, presents aspects quite 
aifterent from those of life underwriting, and 


Ives 


Disability 


principles and considerations that do 
not apply to the latter. 
7 oe o,° ‘ F ° 
Underwriting Department of the Acacia Home 
Office the disability features are rated inde- 
pendently of the life features. An applicant 
May be 


In the practice of the 


quite acceptable for standard life in- 
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surance, but not be a suitable risk for dis- 
ability benefits. Life experience and disability 
experience do not necessarily run parallel; satis- 
factory life results may be associated with 
unsatisfactory disability results. In fact, it 
has been found that the long-lived individual 
may be rather prone to the occurrence of very 
protracted illnesses and disability (especially 
of mental nature) that involve very long and 
disproportionate continuance of disability pay- 
ments without shortening life and thus termin- 
ating the contract. 


Governing Features 

The main special features of disability un- 
derwriting arise from the possibilities and op- 
portunities afforded for the presentation of 
unwarranted and fraudulent claims for disabil- 
ity payments. This is a factor that does not 
arise so prominently in connection with life 
underwriting, as a person’s life would very 
rarely be sacrificed for the purpose of unjustly 
obtaining life insurance. True, a policyholder 
can commit suicide in order to enable his bene- 
ficiary to obtain the insurance; this contingency 
for all practical purposes is sufficiently safe- 
guarded by the exemption from liability in 
the event of suicide within the first year. There 
are notorious cases of the placing of excessive 
insurance and the committing of murder to 
obtain the same; and the speculative hazard is 


one of the important points in life underwriting. 
In general, however, the sacrifice of life is 
so great a price to be paid as not to be often 
involved in establishing unjust claims on in- 
surance companies. 

The case is different with disability insurance. 
Here no sacrifice of life is involved. When 
a living income can be obtained from insurance 
sources, the temptation is so great and the 
opportunities for making undeserved claims are 
so potent, that illness, or pretended illness, with 
idleness, may be more advantageous or more 
pleasant or more profitable than health with 
work. Hence overinsurance is to be rigidly 
guarded against, and it is of prime importance 
in disability underwriting that the payments 
receivable from insurance companies shall be 
sufficiently less than the normal earned income 
to constitute some deterrent against unwarranted 
claims. Consequently one of the features to 
which most importance is attached in disability 
underwriting is the total amount of disability 
payments from all insurance companies carried 
or desired, as contrasted with the applicant’s 
income or earning power. On this account an 
accurate and complete statement is required 
from applicants for disability benefits of the 
total of such benefits carried in other companies, 
which is given consideration in connection with 
the amount asked in the current application. 


(Concluded on page 16) 


Life Insurance 














INCIDENTALLY 











WO news stories appearing coincidentally 
on the same page of last Saturday’s issue 
of the New York World treated on the subject 
of cancer from widely varied angles. One car- 
ried the heading “Cancer Mortality Climbs 
Steadily,” being a reprint of Dr. Hoffmann’s 
article in Tue Specrator for July 11, while the 
other story was headed “Roosevelt to Aid 
Cancer War Funds.” The latter told of the 
Governor’s tour of inspection through hospitals 
in and around Buffalo and of his announced in- 
tention of asking the legislature for $300,000 
to be used by the New York State Institute 
for the Study of Malignant Disease, with par- 
ticular attention to the control of cancer. 
x * x 
HE review of the cancer mortality records 
showed that in spite of all efforts to combat 
the dread disease its death toll has steadily in- 
creased during the past two decades. And that 
the mystery surrounding cancer continues to 
baffle, in a large degree, the best minds of an 
age that has produced marvelous progress in 
medical science. The companion article, how- 
ever, reflected the rainbow of hope and promise, 
emphasizing the trend of twentieth century 
thought and action. With State agencies, the 
vast resources of life insurance companies and 
the medical world as a whole, united against 
cancer, it is only a question of time until scien- 
tists will have subjected it to the same rigid 
control they have already applied to smallpox, 
yellow fever, diphtheria and other disease which 
formerly plagued humanity. 
x * * 
HE National Association of Life Under- 
writers under the direction of Roger B. 
Hull, has just completed the most successful 
membership drive in the history of the organi- 
zation. The active membership now excceds 
18,000 as compared with 14,648 at the half-year 
period in 1928. Not only that, but the ma- 
chinery is still smoothly working and it is ex- 
pected that the association will move on to 
Washington for the September convention 20,- 
000 strong. 
* *k x 
OO much cost talk is indulged in by the 
average agent, according to a number of 
sales authorities. They maintain, and rightly, 
that life insurance is not a commodity and should 
not be quoted on the same basis as a barrel of 
potatoes or a new motor car. One company 
suggests that the word payment be supplanted 
by deposit. Money deposited on life insurance 
will come back, dollar for dollar plus its earn- 
ing power and the thought should dominate 
every sales talk. Hillsman Taylor, president 
of the Missouri State Life, recently told of a 
salesman who wouldn’t talk prices at all. He 
would simply inform the prospect that his com- 
pany employed a specialist whose life work was 
devoted to the job of figuring out the proper 
rates and that his figures were always right. 
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HE other day, while motoring through the 

country, I happened to see a boy, about 
fifteen years of age or younger, walking through 
a field carrying a gun in the crook of his arm. 
At the distance, it was impossible to determine 
accurately whether the weapon was a shotgun 
or a rifle, but the sight set up in my mind a 
train of thought that chugged its way to a 
definite terminal. One hears so much these 
days of the increasing number of automobile 
accidents and the danger of driving on crowded 
highways that there is a concerted movement 
on the part of the people looking toward better 
and more strictly enforced driving tests and 
traffic regulations. The idea seems to be that 
the automobile, in the hands of the unqualified 
driver, is a menace and is almost a lethal 
weapon. Well, I’m in harmony with that 
theory and would be only too glad to see all 
States hold driving tests which were tests in 
fact instead of merely in name as at present. 


* * * 


OW let’s get back to my boy with a gun. 

If an automobile is considered a lethal 
weapon as evidenced by the laws surrounding 
its operation, how about a gun? Today, in 
New York State at least and in many other 
States with whose regulation I am somewhat 
familiar, any person—fool or wise man, ex- 
perienced or inexperienced—can go into a store 
and buy a rifle or shotgun, then go to a clerk 
and get a hunting license and, presto!, you have 
a full fledged Nimrod of the twentieth century 
—and a greater potential menace than any 
motorist ever was. To add to the danger, the 
budding Nimrod often is sold a gun whose 
calibre and shocking power are totally unsuited 
for the kind of game which inhabits the terri- 
tory where he lives. Why should a department 
store salesman worry about that? Especially 
when he often knows little more about the 
requirements of the case than does the pur- 
chaser. 


HAT experienced hunter during the past 

ten years has not met the type of gun- 
toter I have in mind? An individual whose 
every appearance indicates that he simply 
walked into a department store, said “I’m going 
hunting,” and then waited for a salesman to 
do the rest. I think it is high time some 
qualification law were enacted which would 
determine a man’s fitness to handle a shotgun 
or rifle. Is his eyesight good, if not, has he 
proper glasses? Is he familiar with the me- 
chanism of guns? Does he know its shocking 
power? Is he the type of person who will 


be careful in its use and who will observe 
the game laws? Qualification laws for motor- 
ists—certainly! But why not for purchasers of 
shotguns and rifles as well? 


OME of the most brilliant underwriters and 

engineers in the New York city district have 
been recently engaged in an intensive study of 
the hazards connected with buildings in the 
course of construction and there seems to be a 
movement on foot, not entirely charitable in 
nature, I suspect, to supply the students with 
at least one honest-to-goodness fire a week. 
There have been no less than four serious fires 
in partially built apartment houses in New York 
city since June 2 and a total of eight since the 
first of the year. 

* * x 


HILE the insurance interests have been 

endeavoring to discover the legitimate 
hazards involved in such construction and have 
recommended a number of preventative meas- 
ures from an engineering standpoint, it has 
developed that a search for a dark gentleman 
sequestered among the kindling would be more 
to the point. For instance, in a fire on June 
25 in a group of half finished apartment houses 
on Jerome avenue, the Bronx, fire appeared to 
be raging with equal intensity in three sepa- 
rate and distinct places when the firemen ar- 
rived. The buildings, which were without stand- 
pipes, are reported to have been insured for 
$800,000 fire insurance and $200,000 additional 
rent insurance. Figures on the exact loss are 
not available to me at the moment but I under- 
stand that out of the five units composing the 
group, all but one were completely demolished. 
Nearly all the fires of this type have resulted in 
practically total loss, the most recent one in- 
volving $750,000. 

* * * 


NTIMATIONS from the district attorney’s 

office seem to hint plainly at incendiarism, 
but not, however, of the type perpetrated by 
either slightly cracked parties who like to start 
bonfires because of their aesthetic reaction to 
the sight of flame and smoke or the more ma- 
terialistic torch bearers who have an insurable 
interest in the resultant charcoal. The building 
trades, it seems, are infested with racketeers— 
a bunch of boys who, by reason of their con- 
nection with painters, plasterers’ and elec- 
tricians’ labor organizations, have been applying 
the gangster touch to owners and contractors 
Allegations have been made to the effect that 
some $3,000,000 a year is extracted from Bronx 
contractors by these racketeers and one of the 
theories accounting for the recent fires suggests 
that when the contractors tired of playing ring- 
around-the-rosie, their racketeer playmates 
shook their fingers and said, “All right, it’s 
time for ‘Ashes, ashes, all fall down.’” 


* * * 


ND that, my dears, is the underwriters’ bed- 
time story for tonight. Pleasant dreams. 
Station SMOKE is signing off. 
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Combined Surrender and Lapse 
Termination Rates 


WENTY-EIGHT of the older life 

insurance companies had a com- 
bined !apse and surrender rate for the 
year 1928 of 5.29 per cent, as shown by 
the table presented on another page of 
this issue. This tabulation records the 
termination rates of these companies for 
a period of twenty years, year by year, 
together with the results for the four 
quinquennial periods and also for the 
entire twenty years. 

There is no problem in the life insur- 
ance field which is causing greater con- 
cern than the waste and lost motion as 
represented by this continued high ratio 
of lapsation. Life insurance companies, 
both individually, and _ collectively 
through their associations, are constantly 
making surveys to ascertain the cause, 
with the hope of establishing a remedy. 
Each year, however, it becomes more im- 
pressive that the basic rate of termina- 
tion through these two factors is rather 
dependent upon country-wide economic 
forces, which limit or increase the buying 
power of the masses, than upon the 
individual recognition of the value and 
desirability of a life insurance policy by 
the individual. Unemployment and busi- 
ness depression raise this ratio more 
effectively and quicker than does any lack 
of interest in production. 

Life insurance companies, through 
their investing ability, exercise tremend- 
Ous influences upon industrial and com- 
mercial enterprise. It seems not beyond 
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the realm of possibility that in the future, 
in working out a method which would 
bring about a material reduction in the 
lapse and surrender rates, the underwrit- 
ing department should obtain assistance 
from the investment department of the 
company, to the end that sectional busi- 
ness or economic depression may be 
largely overcome by the legitimate and 
profitable financial aid which the com- 
panies might give to these sections. 


In comparison with the other nineteen 
years in the table, the rate of 5.29 per 
cent for 1928, .03 per cent better than 
that obtained in 1927, is higher than 
the average annual rates. In fact, 
there are only six years which show 
higher rates. It is .24 per cent 
higher than the result for the entire 
twenty-year period from 1909 to 1928, 
inclusive, of 5.05 per cent, and surpasses 
the results of each of the four quin- 
quennial periods; the rate from 1909 to 
1913 being 5.09 per cent; that from 1914 
to 1918 being 4.61 per cent; the third 
period from I919 to 1923 and the last 
period 1924 to 1928, including as it does 
that of 1928, are 5.14 per cent each. 


In the case of the individual com- 
panies, it is interesting to note that 
twenty-three out of the twenty-eight 
companies show lower termination rates 
in 1928 than in 1927. Cosidering the 
entire twenty years, it may be noted that 
the highest rate is attained in 1921, or 
6.35 per cent, while the lowest was in 
1918, or 3.95 per cent. 

In the table on page 14 is shown the 
rate of termination by surrender and 
lapse to the mean number of policies in 
force. This includes only the ordinary 
business of the company and excludes 
therefrom both industrial and group in- 
surance. Those companies which include 
in their ordinary account intermediate 
business naturally show a higher rate 
than those having only regular ordinary 
policies. 

When comparing lapse rates, it should 
also be remembered that terminations by 
lapse are chiefly among policies less than 
ten years old, and that therefore, rapidly 
growing companies are most likely to 
show high lapse rates. 

In next week’s exhibit, the contents of 
this table will be divided into its. two 
component parts and will show in two 
tables what the results have been by lapse 
and through surrender of insurance 


policies, respectively. A supplementary 
table will also give for 1928, with the 
lapse and surrender termination rates, a 
ratio of termination through expiry and 
the rate at which insurance was revived 
in 1928, 





The Virginia Rate Case 

HE announcement in the news col- 

umns of THE SPECTATOR last week 
that an effort would be made through 
the Virginia courts to have the “Kansas 
method” of making fire insurance rates 
adopted in the former state challenges 
underwriters to sober thought. It might 
also make Virginia property holders sit 
up and take notice if they clearly under- 
stood what it was all about. Regardless 
of whether the judiciary keeps its ears to 
the ground, as it is supposed not to do, 
the Virginia courts will have some justi- 


fication in sanctioning the “Kansas meth- 


od” as the Supreme Court of the United 
States has declared the Kansas law per- 
fectly valid. If the Virginia courts fol- 
low the same line of reasoning, and the 
companies are forced to reduce their rates 
in that state, it will inevitably follow that 
a lot of Virginians will find themselves 
unable to procure insurance on some of 
their property. Notwithstanding what 


Special Counsel Van Deventer claims in‘ 


his elaborate brief concerning profits on 
Virginian business, the companies have 
never derived an equitable profit from 
underwriting in Virginia, and if they are 
forced to reduce their present rates, they 
will necessarily have to do much more 
rigid underwriting, or retire from the 
state. 


“Read Your Policy” 


ORE often than not it is the man 

who smiles benignly at the country 
boy who patronizes the “gold brick” 
salesman or the purveyor of the Brook- 
lyn Bridge that fails to read insurance 
policies. Sometimes he gets nothing 
more than an automobile service con- 
tract and suffers under the impression 
that he has a “full auto coverage” insur- 
ance policy. Various states in this coun- 
try are rapidly falling in line with the 
policy recently adopted by the Connecti- 
cut State Insurance Department which 
includes not only a warning to potential 
insurance buyers, but refusal to recognize 
auto service contract companies as any 
form of insurance firm. Only recently 
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Montana State Superintendent of Insur- 
ance George P. Potter issued a statement 
through newspapers to the people of his 
state warning them not to confuse auto 
service contracts with public liability in- 
surance. In his letter of caution the 
Superintendent declared: “Almost daily 
we receive a letter from some heart 
broken citizen of the state who has pur- 
chased an auto service contract that has 
either been represented by the agent as 
a full coverage automobile insurance 
policy or else the purchaser has misunder- 
stood ‘his contract.” 

Not only does the “READ YOUR 
POLICY” manifesto pertain to pur- 
chasers of automobile insurance, but to 
potential purchasers of almost every kind 
of insurance. Daily hundreds of people 
throughout the Uunited States are awak- 
ening to the fact that by signing an insur- 
ance policy they did not read or fully 
understand, they took upon themselves the 
financial responsibility of the insurance 
company itself. One of the most glar- 
ing headlines in a metropolitan news- 
paper the other day reported that hun- 
dreds of policyholders of a defunct re- 
ciprocal insurance association were held 
liable for the organization’s liabilities 
‘ which amounted to approximately a quar- 
ter of a million dollars. 

Such instances illustrate only too 
vividly that “ignorance is no excuse of 
the law.” 





HE SPECTATOR is issued in two 

sections this week. Section II 
consists of the index to Volume CXXII 
of THE SPECTATOR, covering the period 
from January to June, 1929, inclusive. 
The index, because of cross-references 
by authors and titles as well as by subject 
matter, forms a ready means of access 
to any and all events worth-while in the 
insurance business and constitutes an 
open sesame to insurance history and 
education for the first six months of this 
year. It is distributed free as an addi- 
tional service to subscribers. 





May Enter Life Field 


It is rumored that the General America Cor- 
poration, recently incorporated twelve million 
dollar holding company for the All-America 
group of Seattle insurance companies, will en- 
ter the life insurance field in the near future. 
No confirmation of this report has been received 
from officials of the company. 


Life Insurance 


Bankers Life Agencies 


Announcement has just been made by the 
Bankers Life Company: of Des Moines of the 
appointment of two new agency managers, one 
to take charge of a long-established agency, 
the other to take over a newly created agency. 


F. X. Roach of Faith, South Dakota, has 
been appointed agency manager for the State 
of North Dakota, succeeding A. P. Malm, re- 
signed. Mr. Roach has been a resident of 
South Daketa for many years and was in the 
banking business prior to joining the Bankers 
Life company as a salesman in 1927. The 
North Dakota agency headquarters will be at 


Western Companies Merged 
The Mountain States Life Insurance Com- 
pany, Hollywood, Calif., and the Sierra Nevada 
Life and Casualty Company, Oakland, Calif., 
have applied to the*States of California, Nevada 
and Colorado for authority to complete a 


merger of their interests. The insurance de- 
partment of California has granted this author- 
ity and the merger will be consummated as soon 
as the other States have taken similar action. 

The Mountain States Life formerly was lo- 
cated at Denver, moving to Hollywood about 
a year ago. The Sierra Nevada Life and Casu- 
alty recently has been doing only health and ac- 
cident business but carries about $300,000 life 
insurance in force from earlier days. 














counties and municipalities. 





York Life had about 2 Million 
policy-holders Insured for 
over 634 Billions. 


114 Billion Dollars. 


COMPANY 
51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 
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Nylic Public Service 


g Life Insurance is “‘public service.” 


It helps individuals to save and insures their life values against loss 
by death or by total and permanent disability. 


to home-owners, to railroads, to owners of city buildings, to public 


q In order to earn interest on the policy-holders’ savings, it loans money 
utility companies, to the United States government, and to states, 


Probably no other institution serves our people singly and collectively, 
both as private individuals and as citizens, in so many vital ways. 


A company’s usefulness to the community is, therefore, largely meas- 
q ured by the number of people protected, the amount of insurance in 


force and the amount of its invested assets. 


As of January 1, 1929, the New 


NEW YORK LIFE INSURANCE 
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Management Course at 
Convention 


Sales Research Bureau to Re- 
peat Program Given at Last 
Two National Meetings 


Twenty-Fifth Presentation 





Heads of Departments Will Act as 
Instructors for Benefit of Man- 
agers from All Over Nation 





So that many managers and_ general 
agents who will attend the convention 
of the National Association of Life Un- 
derwriters, may have the opportunity of 
taking the lecture course in agency manage- 
ment, the Life Insurance Sales Research Bu- 
reau will present this material in a condensed 
two and one-half day session in Washington, 
D. C., September 23-25. This lecture course, a 
feature of the national convention for the last 
two years, was received enthusiastically at 
Memphis in 1927 and repeated at Detroit in 
1928. Instructors will be John Marshall Hol- 
combe, Jr., manager of the bureau; H. G. 
Kenagy, head of the field service department; 
S. G. Dickinson, home office service depart- 
ment, and L. B. Hendershot, field service de- 
partment. The Managers’ Club of Washington 
and the National Association are actively sup- 
porting this part of the convention. 

Many students from all parts of the country 
will have the benefit of the bureau’s long expe- 
rience in presenting this course. The Washing- 
ton presentation will mark the twenty-fifth time 
that the agency management course has been 
given to over 1000 agency men in all parts of 
the country. 

The lecture method is used to present his 
study of agency management, the result of the 
bureau’s research and study in over 700 agen- 
cies. Following the presentation of each sub- 
ject, ample opportunity for discussion is af- 
forded. The fundamentals of good manage- 
ment are reviewed and illustrated by references 
to specific plans in use in various types of 
agencies and the opportunity for group dis- 
cussion helps adapt the course to the special 
problems of each local territory. One of the 
most interesting subjects, which is proving of 
such interest to all agency men, is “Business 
Management,” which is based on the idea that 
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every manager must be a good business man as 
well as a good personnel director, for the bureau 
is convinced that the manager’s success depends 
not only on his ability to secure, select, and 
train agents, but equally on his skill in acquiring 
good business methods. Among the topic cov- 
ered are Securing Agents; Selecting Agents; 
Describing the Job; Financing; Training; Su- 
pervision; Conservation; Business Management, 
and Planned Agency Building. 


Old Colony Hearing Is Re- 


sumed 





Realtor Appraises Home Office 
Property Over Half Million 
Higher Than State Estimate 

Cuicaco, July 17.—The inquiry into the 
solvency of the Old Colony Life Insurance 
Company was revived last week by Max M. 
Korshak, master in chancery for the circuit 
court, when witnesses were heard as to the 
value of its real estate in Chicago and in 
Florida, the exact appraisal of which will decide 
whether the company shall be turned over to 
the State for liquidation. 

Lee J. Lesser, an active trader of downtown 
real estate, who was appointed court appraiser 
for the home office property, testified that the 
building and land at 166 West Jackson Boule- 
vard is worth $3,986,337, which is approxi- 
mately $450,000 greater than the appraisal 
given by State Insurance Department. 

Lesser testified that his appraisal was 
predicated on a basis of 100 per cent rental, 
whereas the property now is about one third 
vacant, exclusive of the ground floor, which 
contains a large restaurant which does not pay 
rental. He declared that the restaurant was 
operated by the company, but C. W. Armstrong, 
associate of Mr. Potts, interjected that the 
restaurant was operated by a corporation. 
Lesser also testified that the insurance company 
has been giving the restaurant about $5,000 
of electricity each year. 

He further declared that the building has 
been terribly mismanaged and that the present 
tenancy is of the fifth class). To make the 
building a paying proposition expert building 
management must be supplied, he said. 

On Monday of this week D. B. Schmidt, who 
has bought and sold real estate in Chicago for 
several years, as a witness for the State, testi- 
fied that the property is worth from $3,250,000 
to $3,500,000. — 








Life Insurance Increase 


for Six Months 


Gain of 4.8 Per Cent for Com- 
panies Holding 82 Per Cent 
of Insurance in Force 


June Business Increased 1.4 








Group Insurance Only Class to Show 
a Decrease for Half-Year Period 
Just Closed 





New York, July 15—New life insurance 
production during the first six months of this 
year was 4.8 per cent greater than during the 
corresponding period of 1928. Such writings 
during June were 1.4 per cent greater this 
year than in 1928. These results are shown by 
a compilation forwarded today by the Asso- 
ciation of Life Insurance Presidents to the 
United States Department of Commerce for 
publication. The report combines the records 
of new life insurance production—exclusive of 
revivals, increases and dividend additions—of 
forty-four member companies having 82 per 
cent of the total life insurance in all United 
States legal reserve companies. 

For the first half of this year, new ordinary 
insurance amounted to $4,519,341,000 against 
$4,241,003,000 during the corresponding period 
of last year—a gain of 6.6 per cent. New in- 
dustrial insurance was $1,510,547,000 against 
$1,423,043,000—a gain of 6.2 per cent. New 
group insurance was $510,711,000 against $577,- 
245,000—a decrease of 11.5 per cent. The total 
written during the first six months of 1929 was 
$6,540,599,000 against $6,241,291,000 during the 
same period of 1928—an increase of 4.8 per 
cent. 

For the month of June, new ordinary insur- 
ance amounted to $750,228,000 against $755,699,- 
000 in 1928—a decrease of 7/10 of one per 
cent. New industrial insurance amounted to 
$242,166,000 against $214,882,000 in 1928—a gain 
of 12.7 per cent. New group insurance was 
$106,589,000 against $113,711,000 last year—a 
decrease of 6.3 per cent. The aggregate of all 
classes for June of 1929 was $1,098,983,000 
against $1,084,292,000 for June of 1928—a gain 
of 1.4 per cent. 

The group classification was the only one 
which showed a decrease for the first half of 
the year. 
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Acacia, Mutual Life Issues 
New Policy 





Low Cost and Broadened Protection 
Main Features of New Form— 
Acacia Insurance Now 


$320,000,000 


The Acacia Mutual Life Association, Wash- 
ington, D. C., announces a new policy con- 
tract which has recently been added to the large 
list of those already available to persons who 
are eligible for membership in the association. 


This new policy known as the Acacia Special 
Protection Policy affords as its name implies, 
special protection which is low in cost and which 
is designed to meet special needs. It is said to 
afford low cost, long-term protection, and an 
exceptional value to the business man; the part- 
nership; the corporation; the family man who 
needs maximum coverage; the man who wishes 
to insure his future insurability; to protect 
creditors for funds due; and for numerous other 
purposes of a kindred nature. The new policy 
includes also the following features: Cash sur- 
render value, paid-up and extended insurance, 
disability waiver of premium and monthly an- 
nuity (if applied for), double indemnity (if ap- 
plied for), privilege to convert at any time up 
to age 60 to any other form issued except 10- 
year term, without re-examination, privilege of 
paying premiums annually, semi-annually, quar- 
terly or monthly. 

Last year Acacia ranked twenty-sixth in in- 
surance gained and attained the position of 
thirty-fifth largest of all companies doing busi- 
ness in the United States. At the present time 
Acacia’s insurance in force is over $320,000,- 


000. 





Over Million and Half Gain for June 

The Missouri State Life Insurance Company 
reports a total of $15,044,334 written ordinary 
business for the month of June in honor of 
vice-presidents, C. O. Shepherd, James Scott 
and Miles Heitzeberg. This represents a gain 
over June, 1928, of $1,642,935. The best single 
day’s production in the history of the company 
was June 17, with over $2,000,000 of insurance 
written. 

Paid-for business, ordinary life, amounted to 
$10,861,700 during June, an increase of $1,- 
189,400 over June, 1928. 


Life Insurance 


New Group Borrowers Policy 





Morris Plan Insurance Society Takes 
Advantage of New Law Passed 
by New York Legislature 

Henry H. Kohn, president of the Morris 
Plan Insurance Society announces the issue of 
the new group borrowers protection policy 
which is made possible by the recent amend- 
ment to the New York State statute concern- 
ing group insurance. 

By this permit the Morris Plan Insurance 
Society is enabled to insure the lives of all 
borrowers without the issue of an individual 
policy or requiring an individual application 
and in this way protect the unpaid balances 
that might be due to the bank at death. This, 
at the remarkably low rate of $.65 per $100. 
for all ages. 











Peoples 
Life 
Insurance 
Company 


Frankfort Indiana 


$5,337,313.74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 
Policyholders 


$47,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN InN - 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS ,TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insur- 
ance Producers with experience, char- 
acter and ability. Address the Com- 
pany. 





























Ignorant of Ailment, Insured 
Wins Verdict 





Maryland Court of Appeals Rules 
Policy on Applicant Suffering 
Arterio Sclerosis Is Binding 
Contract 

BALTIMORE, July 15.—Holding that there was 
no evidence of intentional fraud when the 
deceased had no knowledge of the ailment, the 
Maryland Court of Appeals has just handed 
down a decision holding the Mutual Life In- 
surance Company of New York liable for a 
policy, although the insured was suffering with 
arterio sclerosis at the time he took out the 
insurance. 

The deceased made application for insurance 
and at the time he signed the application had 
arterio sclerosis, but according to evidence, 
never knew it. He had consulted his physician 
perhaps a dozen times in two years for what 
the physician testified were minor and not 
serious ailments, in no way related to the 
arterial disease of which the insured died. 
The application was dated March 27, 1927, and 
death occurred on February 6, 1928. 

.The court held that the failure of the in- 
sured to mention the consultations in his appli- 
cation in answer to the question to state the 
names of the physicians attending him for the 
past five years, was not serious, and the question 
as to the consultations being material to the 
risk were left to the jury. 


Reports Big Gain for First Half Year 

Reflecting the improved financial conditions 
of the State, the Iowa State Agency of the 
Equitable Life Insurance Company of Iowa an- 
nounced a paid-for business for June of $1,844,- 
000, or an increase of $200,000 over any previous 
month of the agency. 

The June paid-for business, $3,100,000, brings 
the total for the first six months of the year up 
to $7,605,000 or an increase over the first six 
months of 1928 of $1,330,000. 

In 1925, the year previous to the changing of 
the management of the agency, the 240 agents 
produced, during the entire year, $10,000,000 in 
paid-for business and indications that the 1929 
paid-for business will be about $16,000,000, Mr. 
Nelson declared. 
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Proceeds of Life Trusts 
Not Taxable 


California Governor Signs Amend- 
ment Bill Clarifying Inheritance 
Tax Law 
San Francisco, Cauir., July 15.—The bill 
covering amendments to the California inheri- 
tance tax law, passed at the recent session of 
the legislature and now signed by Governor C. 
C. Young, makes it a definite part of the State 
law that the proceeds of life and accident insur- 
ance left in trust shall not be taxable, 





Grover Grady, assistant trust officer, Wells 


Fargo Bank and Union Trust Company, San 
Francisco, points out that the law has generally 
been understood and administered by tax au- 
thorities on this basis, but hitherto the prin- 
ciple had not been definitely declared. 

The immediate cause of the new law was the 
question as to the taxability of trusteed life or 
accident insurance arising out of the decision 
of the Supreme Court of the State of New Jer- 
sey in the recent case of Fagan vs. Bugbee. 

Another amendment in the law dealing with 
insurance is that which reads: 

“All proceeds of any Federal war risk insur- 
ance policy of any veteran of the World War 
which is payable or which may become payable 
to the estate of such veteran shall be exempt.” 


Bankers National Life Opens Health 
and Accident Branch 
Bankers National Life Insurance Company 
of Kansas City, Mo., on July 15 opened a 
health and accident department in charge of 
William McCallum. 


Monthly, quarterly and annual premium poli- 
cies are offered as well as policies covering 
both health and accident and accident alone. 
The line includes some unrestricted high-class 
commercial forms, as well as some cheaper 
and more or less restricted forms. The Bank- 
ers National does not plan to make it com- 
pulsory that its representatives sell both life 
and accident in order to sell either. 


Equitable Life of Iowa Has 
Good Month 
During the month of June, the Equitable Life 
of Iowa had a paid-for production of $8,537,792 
which is the second largest month of the year, 
being next to March. 


Iowa forged ahead in state production for 
the company and regained leadership for the 
month of June with $1,509,070 of paid-for 
production. Other leaders for the month were: 
Ohio, $1,182,547; Pennsylvania, $1,050,354; and 
Illinois, $1,001,996. 

Pennsylvania leads the Equitable Life of 
Iowa in state production for the year to date 
with a paid-for business of $6,847,663. 

41.6 per cent of the month’s total business 
during June was secured from policyholders 
of the company. For the year to date 40.8 
Per cent of the production of the company is 
attributable to policyholders. 
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Life Office Managers to 
Meet 


Annual Conference to Be Held 
at Springfield, Mass., Sep- 
tember 26 to 28 Inclusive 


Program Is Completed 








Exhibit of Office Appliance to Be a 
Feature of the Conference—Well- 
Known Speakers Engaged 





The sixth annual conference of the Life 
Office Management Association will be held in 
the offices of the Massachusetts Mutual Life 
Building, Springfield, Mass., September 26, 27 
and 28. The program of this meeting appears 
to be of unusual interest and it is expected 
there will be an attendance of approximately 
200 representatives of the 133 member com- 
panies. 

Several standing committees have been active 
during the past year and their report will be 
awaited with interest. Doctor E. H. Schell, 
professor of economics of Massachusetts Insti- 
tute of Technology will deliver an important 
address on the subject, “The Technique of 
Executive Control.” He is the author of a 
book on this subject, which, when published 
a few years ago, created wide interest among 
business executives. Doctor Donald A. Laird 
of Colgate University, an international author- 
ity on the subject of Acoustics, will read a 
paper entitled “What Is Practical in Controlling 
Office Noises.” 

Special discussional conference will be held 
in connection with the program. The dis- 
cussions at these sessions will be directed by a 
chairman and will consider the more pertinent 
home office problems having to do with Group 
Insurance, Industrial Insurance, and Health 
and Accident Insurance. 

The continued and wide spread interest in 
the subject of office organization and manage- 
ment, as applied to the operations of home 
offices of life insurance companies, is evidenced 
by the interest in the work of this Association 
which is about to enter upon its seventh year. 
The membership roster at the present time 
numbers 133 legal reserve life insurance com- 
panies in the United States and Canada, with 
over sixty-three billions of insurance in force. 
An amendment to the Association’s constitution 
will be submitted for ratification at the Spring- 
field conference, providing for associate mem- 
bership from foreign companies. 


Below is the program of the meeting: 


PROGRAM 
Tuurspay A. M., Sept. 26 
9 :30—President’s address. 
10:00—Address—“The Technique of Executive 
Control,’ Dr. E. H. Schell, Masachu- 
setts Institute of Technology. 
10:45—Committee Report on “Mechanical Ap- 
pliances,” Chairman, W. P. Barber, Jr., 
Connecticut Mutual. 


12 :00—Luncheon. 
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Reliance Life Reports Good 
Half-Year Period 





June Heaviest Production Month in 
Years—Seven Per Cent Gain 
for Six Months 

One of the largest monthly gains in paid 
business made by the company in several years 
is reported by the Reliance Life Insurance 
Company, Pittsburgh, Pa. for June. Its paid 
life business last month was $7,269,427, an 
increase of 22 per cent over June, 1928. Its 
paid accident business of $3,036,350 and paid 
weekly indemnity health business of $6,905.50 
were both more than 22 per cent over that of 
the same period last year. The three depart- 
ments of the company showing the greatest 
percentage of increase in paid life insurance 
last month were Oregon, Northern Califonia 
and North and South Carolina. 

During the first half of 1929, the paid-for 
new life insurance in Reliance Life amounted to 
$34,723,077, an increase of 6.7 per cent over 
the same period of 1928. Accident insurance 
amounted to $16,297,850, an increase of 11.7 
per cent, and weekly indemnity health insur- 
ance was $38,321.50, a gain of 15.7 per cent. 
Insurance in force June 30 was as follows: 
life, $422,894,056 ; accident. $152,422,022; weekly 
indemnity, $336,966.25. The assets of Reliance 
Life now total more than $58,000,000. 


Pan-American Agents Greet New 
Manager 

The Agency Department of the Pan-American 
Life Insurance Company, New Orleans, La., 
extended to Ted M, Simmons, recently appointed 
manager, United States Agencies, a warm wel- 
come in his new position. 

June was set aside as “Howdy Ted Month” 
and the agents were asked to “Tell Ted Howdy 
With Apps.” Three hundred and sixty agents 
responded with a total volume of five million 
dollars of business. 








THURSDAY AFTERNOON 
1 :30—Visitation to the offices of the Massa- 
chusetts Mutual, preceded by an a :-tress 
describing the Home Office Activities 

of this company. 


Tuurspay EvENING 
7 :00—Banquet—Kimball Hotel. 


Fripay A. M., Sept. 27 
9 :30—Address—“What Is Practical in Con- 
trolling Office Noise?’ Dr. Donald A. 
Laird, Colgate University. 
10:30—Report of Committee on “Home Office 
Buildings,” Chairman, L. C. Ashton, 
Provident Mutual Life. 
11:15—Business Session. 
12 :00—Luncheon. 


Fripay AFTERNOON 
1:30—Address by Dr. McCurdy; and report 
of committees and Discussional Con- 
ferences. 
FripaAy EvENING 
7:00—Exhibit of Office Appliances. 


Saturpay A. M., Sepr. 28 


9:30—Committee Reports, Discussional Con- 
ferences and Unfinished Business. 
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INSURANCE TRUSTS 


By C. Alison Scully 


Vice-President and Trust Officer National Bank of Commerce in New York 


Here is a book you need. It deals clearly, comprehensively and instructively with the most significant and out- 
standing topic in the fields of trust service and life insurance. 

Vice-president and trust officer of the National Bank of Commerce in New York, the author is also a member of 
the Bar in that city and Philadelphia; he is an expert on trust agreements; and he not only knows his subject, but 
understands how to convey his knowledge to you so that you will remember and profit by it. 

With the widespread interest in Insurance Trusts sweeping the country, life insurance agents, brokers, general 
agents and company executives cannot afford to be without an authoritative manual on the subject. The book 
also is of practical value to officers of banks and trust companies, attorneys and those business and professional 
men who require compact, definite and reliable information on trust agreements. Asa textbook, INsuRANCE TRUSTS 
is especially suitable for universities, colleges, financial and banking courses and life insurance schools. Policy- 
holders too will find it useful in planning the disposition of estates. 

Get this book. It describes the making and operation of Trust established by policyholders for the handling 
of proceeds of their life insurance with bank and trust companies as Trustees. It discusses and explains funded and 
unfunded trusts, advantages of insurance trusts, mutual interests of insurance company and trustee, legal aspect of 
insurance trusts, duties of life underwriters and all! phases of the question. Specimen trust forms are included, both 
revocable and irrevocable. Your copy of Insurance Trusts, (the price is only $3), should be ordered now from 


THE SPECTATOR COMPANY 
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CHICAGO NEW YORK 
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Two Weeks’ Course Scheduled 


Managers’ Two Weeks’ School to Be 
Given by Sales Research Bureau 
at Northwestern University 

Twenty-five managers, general agents, and 
supervisors of competing companies will meet 
at: Northwestern University, Evanston, Illinois, 
August 19-31, for a two weeks’ course in 
agency management conducted by the Life In- 
surance: Sales Research Bureau. The members 
of this class have been appointed by their 
respective compariies to participate in the Bu- 
reau’s most recent educational project of two 
weeks of concentrated study. 

These agency men will have the benefit of 
the Bureau’s experience of conducting this 
course early this spring in Hartford. The 
course, received so enthusiastically at that time, 
is the outgrowth of the Bureau’s four day 
lecture course, and is the answer to the many 
demands of managers and general agents who 
felt that the lecture method had its limitations, 
and who wished to receive a longer exposure 
to the methods which the Bureau has found 
in its study of agency problems to be successful. 

The curriculum, based on the Bureau’s seven 
years of successful investigation of agency 
problems, is an intensive study of the funda- 
mentals of agency management such as recruit- 
ing, training, supervision, and business man- 
agement. Since the Bureau believes that it 
is quite necessary for the head of an agency 
to be a good business manager as well as a 
good personnel director, the subject of business 
management will be stressed and presented un- 
der the heads of financing agents, office costs, 
accounting, conservation of business, sales pro- 
motion, and agency planning. One of the most 
interesting subjects of the course will be that 
of plan building, following which, each student 
will work out a five year plan of growth for 
his own agency. 

This school will be under the direction of 
H. G. Kenagy, head of the Field Service De- 
partment, assisted by S. G. Dickinson, L. B. 
Hendershot, and A. W. Crowell. 








Dr. Marshall Vice-President of 
Lafayette Life 

Dr. E. L. Marshall of Des Moines, Iowa, 
has entered upon his duties as director, vice- 
president and actuary of The Lafayette Life 
Insurance Company, Lafayette, Md., having 
been recently elected thereto to fill the vacancy 
caused by the advancement of Fred L. Alex- 
ander to the presidency following the death 
of the late president, A. E. Werkhoff. 

Dr. Marshall is a graduate of Michigan Uni- 
versity, specializing in insurance and actuarial 
science, and later supplemented that prepara- 
tion with a three-year course in the Law De- 
partment of that university, receiving the de- 
gree of Juris Doctor. He began life insurance 
work in Detroit twenty-one years ago, and 
came to Lafayette in 1912 as actuary -for the 
company. He is a member of the American 
Institute of Actuaries and of the Actuarial So- 
ciety of America. 
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BE it for personal or business protection, or for home and 
family, with settlement of the proceeds by lump sum 
or by instalment or income payments. Annuity contracts 
in —onr forms. Total Disability and Double Indemnity 
issued. 


Special policies covering Partnership Agreements, Funds 
+ o guarantee a College Education, to provide Bequests, to 
cover Mortgages, Inheritance Taxes and Estate Shrinkage, 
—thus making certain the carrying out of almost any program 
nvolving Life or Money values. 


Group insurance has been issued since 1924. The Com- 
-pany now issues Wholesale and Salary Deduction insurance, 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175 
Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





OVER SIXTY-FIVE 








JOHN HANCOCK SERIES 


Whatever Your Life: Insurance Needs 
There is a JOHN HANCOCK POLICY to Fill Them 


YEARS 1N BUSINESS 





to which was added in 1928 Group Accident ind Sickness 
insurance, and Group Accident and Dismemberment insur- 
ance. f 


Investments are-of high quality, carefully distributed a 
to farm and eity mortgage loans, public utilities, govern 
ment bonds and railway securities. 


Dividend payments are at the highest scale in the Com- 
pany's history. There has been. a general reduction in 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its 
outstanding insurance and financial resources. 


Address Inquiry Bureau 





LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 

















Paul S. Ranck Honored by 
| Agents 





Salesmen of Charles B. Knight Office 
W orking for Big July Production 
as Personal Compliment 

A meeting of the Union Central Life In- 
surance Company, New York branch, was held 
on Friday, June 28. A sizable number of the 
agency attended in order to work out plans 
for a big paid-for business in July, during the 
absence of about one hundred representatives 
who are attending the Los Angeles convention 
of the company. The absentees included Charles 
B. Knight, general manager, and W. B. Barton, 
assistant manager. 

Paul S. Ranck, assistant manager, said that 
hte would like to keep production at a high 
level. It was his desire to show the company 
and those absent that the members who had 
remained in New York could keep producing 
at full speed. A committee of agents desig- 
nated July as “Paul S. Ranck Month.” 





Paul S. Ranck 


Prudential Agency Changes 

One of the recent changes in the assistancy 
staff of the division sends Assistant Superin-. 
tendent Karl Mayer to Los Angeles No. 3 firm 
Huntington Park and Assistant Superintendent 
Lark E. Grim from Los Angeles No. 4 to 
Huntington Park. 

July 1, 1929, the following agents were 
promoted and assumed their new duties as 
assistant superintendents: R. R. Spencer, who 
was promoted from an agency to San Ber- 
nardine to an assistancy in the same district; 
R. J. Collignon, promoted from an agency to 
an assistant in Santa Monica; W. B. Moore, 
Jr., who was promoted from an agency to an 
assistancy in Los Angeles No. 2, and Wallace 
J. Martin, who was promoted from an agency 
in the Oakland No. 1 district to assistant super- 
intendent in the Seattle No. 1 district. 

Superintendent George W. Butler of the 
Lexington, Ky., district, has accepted an offer 
for transfer to Atlanta, Ga., and has assumed 
charge of that district in the same capacity. 

The Lexington, Ky., district, has been placed 
under the supervision of Superintendent Tal- 
mage D. Bartlett. Mr. Bartlett was promoted 
to his present capacity from the assistancy 
at Bedford, Ind. 

The following were recently appointed to 
the position of assistant superintendents: Agents 
Clyde W. O’Leary and Nels H. Lund, of 
Minneapolis No. 1; Conrad J. Kling, of 
Winona; Tony Anderson, of Racine, and 
Charles H. Kitzrow, Harry F. Jacobs and 
Joseph F. Sommers, of Milwaukee No. 1. 

Agent Clifton E. Jones, of Racine, was re- 
cently admitted to Class “B” of the Pruden- 
tial Old Guard. The following were recently 
admitted to Class “D”’: Agent William De- 
marsh, of Escanaba; Assistant Superintendent 
William A. Volkman, of Milwaukee No. 2, 
and Agent William Schroeder, of Davenport. 

The following representatives in Division D 
have entered Prudential Old Guard Classes “E” 
and “C,” respectively: Assistant Superintend- 
ent E. Artese, of Philadelphia, No. 9, and 
Agent W. Ettleson, of Philadelphia No. 10. 
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New Company Starts Well 


Hamilton National Life Organized in 
California With Over Quarter 
Million Paid-up Capital 
Starting operations with a paid-up capital of 
$254,350 and paid-in surplus of $236,523, the 
Hamilton National Life Insurance Company of 
Los Angeles reports a very satisfactory or- 
ganization month. The officers of this new 
company, licensed by the State of California 
during the latter part of June, are as follows: 
President, Spencer Thorpe; vice-president, 
Harry J. Bauer; vice-president and medical di- 
rector, Dr. Albert W. Moore; secretary and 
treasurer, Ray C. Swain; agency supervisor, 
James H. Blaggee; actuary, Carl A. Herfurth 
and assistant to the president, Allan B. Clark. 
Most of the staff of the executives have seen 

service with other life insurance companies. 





Berkshire Life Appoints Harry W. 
Storck 

President Frederic H. Rhodes of the Berk- 
shire Life Insurance Company, Pittsfield, Mass., 
announces the appointment of Harry W. Storck 
as general agent in charge of the company’s 
office at rooms 727-730 Boston Chamber of 
Commerce building. 

Mr. Storck has been associated with the 
Berkshire Life for the past five years with 
the William M. Carroll Agency at 225 Broad- 
way, New York City. He will move to Boston 
immediately to take charge of the agency. 


Enjoyed Annual Picnic 

More than 450 officials, directors, employees 
and invited guests of the Acacia Mutual Life 
Association, Washington, D. C., recently held 
their annual “family picnic’ at the Manor 
Country Club, Norbeck, Maryland. 

President Montgomery, as well as members 
of the board of directors and other Acacia 
officials, were on hand all day and participated 
enthusiastically in the proceedings. 

During the course of the day President Mont- 
gomery distributed handsome silver loving cups 
to the winners in the Acacia Bowling League, 
organized during the last winter among home 
office employees. 


Aetna Life Appoints Stone 
General Agent 

Announcement is made by K. A. Luther, 
vice-president, Etna Life Insurance Company, 
Hartford, of the appointment of Walter F. 
Stone as general agent at St. Paul, Minnesota. 
This appointment became effective on July 1. 

Mr. Stone’s experience with the Etna, al- 
though covering a period of only three years 
has brought him rapid advancement. He joined 
the company’s Los Angeles agency in August, 
1926 and became immediately successful as a 
personal producer, paying for over $400,000 
of new business in 1927. Vice-President 
Luther, who inaugurated the regional division 
plan of agency supervision in September, 1928, 
appointed Mr. Stone at that time as superin- 
tendent of the Western division. 


Life Insurance 


Life Insurance Results for First Six Months 


Name and Location of Company 
——— ents Life (A. & H. Dept.), 


eee eee ree eee eseseseee 


American Life, Denver...........0+0. 
American Reserve, Omaha........... 
American Southern, Lake Charles..... 
Amicable Life, Waco. .........ee000. 


Bankers National, Kansas City....... 
Berkshire Life, Pittsfield............. 
Business Men’s Assurance, Kansas City 
Central Life, Fort Scott.............. 


Columbus Mutual, Columbus......... 


Commonwealth Life, Louisville....... 


Confederation Life, Toronto.......... 


Connecticut General, Hartford........ 
Connecticut Mutual, Hartford........ 


Continental Life, Toronto............ 


Cosmopolitan Thrift Association, Lin- 
RA er oe ER CRORES 


Equitable Life of Iowa, Des Moines. . 
Federal Life, Chicago............... 


Fidelity Mutual, Philadelphia......... 


Imperial Life, Toronto............... 


John Hancock Mutual, Boston......... 


Life Insurance Company of Virginia, 
CRMUONN 5 ceo na vic so dors pawedece sae 


London Life Insurance Company, Wel- 
ot EAE DIL Es Sete See. 


Manufacturers Life, Toronto......... 
Massachusetts Mutual, Springfield. ... 
Minnesota Mutual Life, St. Paul...... 


Modern Life of Minnesota, St. Paul... 
Mutual Benefit, Washington.......... 
ARC AE SEO so 55 <5 BRK pies Sictreaariers 
National Guardian, Madison......... 


National Life, Montpelier............ 


Northern Life, London, Ont.......... 


Northern States Life, Hammond d..... 


Northwestern Mutual Life, Milwaukee. 
Pacific Mutual Life, Los Angeles...... 


Year 
Ending 
June 


1929 
1928 
1929 
1928 
1929 
1928 
1929 


1928 
1929 


1928 


1929 
1928 
1929 
1928 


1929 
1928 
1929 
1928 
1929 
1928 


1929 
1928 
1929 


1928 


Total 
Admitted 
Assets 


16,120,649 
Pg 051, 1820 


eerereee 


45,720,374 
3 268, - 


seer eaee 


“hi; 508,977 


10,572,013 


685,978 
382,988 


¢12, 189,109 


¢11,164,923 


“55, 150,011 
Fi 545,125 


63,593,058 
58,951,015 


1,099,548 
939,888 
533,903,000 
499,678,000 


6,098,128 
e 7,491,137 
5,123,774 


Capital 


eereeere 


eeereeee 


eeeeenee 


re 


300,000 c¢ 


er er! 


1,000,000 
1,000,000 


5,000,000 
5,000,000 
100,000 


100,000 


129,040 


4,000,000 h 


(Continued on page 14) 





Net 
Surplus 


eeeeeeee 


eeeeeeee 


er 


ee 


2,372,236 
2,270,984 


eeeeeeee 


826,507 


783,881 


eeeeeeee 


2,636,508 
2,733,997 





Paid 
Insurance 
Written 


3 
4,011,279 
o 5,601,600 


,000 
8,303,760 
12,690,633 
500 


SOSSSCOSORMOSCOSCHRORMOMOMOMH-OMHSCOSCKSCOMONRSOSOSSHMONS 


420,300 
27,277,952 
25,220,267 
21,940,432 
+ 269,000 
21,273,212 

153,702,095 
151,903,339 
23,000,050 
147,668,033 
121,641,803 
30,277,075 
o 10,274,527 
i 36,935,653 
o =: 8, 858,248 
1 24,511,156 
o 24,607,991 
it 26,102,027 
g 5,297 667 
o 23,196,779 
a 25,344,447 
g 1,958,150 
o 48,688,283 
g 352,260 
45,641,158 
242,800 
149, 799, "482 


mM-OCOoOMmMO CoM 


7% 8.0 


1,503, 650 
114, 908, 619 
114,965,743 

14,589,911 
10, 447, 347 


7-840,774 

587,455 
2,226,664 
o 3,330,260 
0 200,851,520 
0 186,639,888 


40,000, 
o 43,652,927 
o 6,292,017 


SHOMOOOSOSSHSSODOOMONMSO 


Paid 
Insurance 
in Force 


$ 

25,635,137 

23,198,600 
o §,601,600 
0 229,183,289 
o 222, ‘372, "247 
o 18, 898 "327 
o 16, ‘057, "855 
o 11,192, ‘000 
o 6,022,000 
b 8,592,650 


50,404,235 
1,065,700 


Be PROMO Ome. 
Wie velo at 
c 1 


oo 
wo 
ore 
2 OO 
oo 
_ 
S 


’ ? 


"124,235, 508 


% @.O 9% &-O 


e 


Wo 

a: 
[ees 
OO 
PSPC 
ro 
=] 
D 


24,996, "446 


= b 
Las 
A=) 
oS 
oe 
Os 
DJ 
> 


228,920,561 
t 131, 211, 187 
g 28,059,592 
o 197,327 788 
i 113, 436, 608 
g 15,752, ;350 
o wr 299,951 
g 4,905, 303 
o 434/295,441 
g 3,351,236 
1,891,400,804 
1,718,668,912 
o 165, 760,109 


o 
a 
° 
i 
o 


g 

o 150,050,316 
rep 

° 


11,714, (615 
o 10,042, 404 


0 2,390, 920, "582 
0 2,285, 618, 109 


cece ecee 


o 43,369,524 
to) 39, 281,013 


m Om ORO 
Sa iad 
Sax 

oo 

~~ 

to 

a 
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0 39,553,612 
g 1,511,850 
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Production Increased 44 
Per Cent 


California State Life Has Made Sub- 
stantial Gains Every Month 
Since January 

For the sixth consecutive: month a new 
monthly record in. production of written and 
examined business was established in June by 
California State Life Insurance Company, 
Sacramento. Total business written in June 
was $2,158,848. This brought the total written 
business for the first six months of 1929 to 
$12,082,956. This compared to a production 
of $8,400,374 for the corresponding period of 
1928 is an increase of nearly 44 per cent over 
the first six months of 1928. 

Paid business for the six months ended June 
30 stood at $8,505,138, compared to $5,142,827 
for the first six months of 1928. 





Making Plans for Fall Meetings 


Joel T. Traylor, newly elected president of 
the Indiana Association of Life Underwriters, 
announced Saturday that he likely would call 
a meeting of the board of directors of the or- 
ganization sometime within the next three 
weeks. The purpose of the meeting will be to 
begin outlining the work to be done during 
the coming season. No meetings of the or- 
ganization will be held during July and Au- 
gust, but it is planned to open the fall season 
in September with a prominent speaker and a 
big meeting. The association now has a mem- 
bership of about 175 and it is hoped to increase 
this to more than 200 during the first month or 
so of the fall season. 





Sun Life Production Gains 

Business of the Baltimore branch of the 
Sun Life Assurance Company of Canada 
showed a big increase for the first six months 
of this year, according to W. S. Finlayson, 
agency assistant. Paid-for insurance, exclusive 
of annuities and term plan, totaled $3,592,433, 
which is an increase of $1,094,968 over the 
same period of last year. 
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President 
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IN SUMMER 


or in winter the representatives and 
policyholders of the Massachusetts 
Mutual enjoy not only the great re 
sources and splendid facilities of this 
Company, but also that mutual counsel 
and co-operation which make every re- 
lationshp a definite advantage to all 
those who rely on our service. 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 


ters of Insurance in Force 














Clifford W. Brown Promoted 
by Prudential 





Named as Assistant Treasurer—E. A. 
Burkhardt Advanced to Position 
of Cashier 

Newark, N. J., July 9.—Clifford W. Brown, 
for several years cashier of the Prudential In- 
surance Company of America, has been named 
assistant treasurer by the company’s board of 
directors. 

The board also appointed E. A. Burkhardt, 
assistant cashier, to fill the place vacated by the 
promotion of the new assistant treasurer. 


Four Young Men Join Mellor Agency 

PHILADELPHIA, July 15.—Four young men, 
averaging 27 years of age, who, prior to joining 
the agency had never had any previous ex- 
perience in life insurance, have just been taken 
into the firm of Mellor & Allen, Inc., general 
agents at Philadelphia for the Home Life of 
New York, according to an announcement by 
Sigourney Mellor, president. 

The four who have been made members of 
Mellor & Allen are Lewis H. Bodman, Harry 
G. Remington. M. Milton Sobel and Robert F. 
Bowman. Of the four, only Bodman, who was 
connected with Brown, Crosby & Co. for two 
years, had any previous insurance experience. 


Anticipate Biggest Year 

With a total of $173,032,095 paid-for busi- 
ness, ordinary and group sales of the Missouri 
State Life Insurance Company increased 28 
per cent during the first half of 1929, according 
to a statement made by company officials. It is 
expected that the last half of the current will 
exceed the record of the first six months, thus 
making 1929 the greatest year of production in 
the history of the company. 
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W. E. Roberts Joins Equit- 
able’s Trust Department 





Will Assist McMahon as Spokesman 
of Plans and Policies Relating to 
Company’s Insurance Business 

The Equitable Trust Company of New York 
announces the addition to its insurance trust 
department ‘of W. E. Roberts. Like Mr. 
McMahon, officer in charge of The Equitable’s 
Insurance Trust Department, Mr. Roberts is 
a specialist in modern branches of both life 
insurance and trust company development. He 
was recently connected with the trust depart- 
ment of the former National Bank of Com- 
merce where he assisted in making a life in- 
surance trust service available to metropolitan 
underwriters. In this work he became actively 
associated with many New York underwriters 
and addressed many gatherings. 


Best Six Months in History of 
Company 

The Northwestern National Life of Minne- ~ 
apolis ended the past opening six months’ period 
in its history with a record-breaking June 
total of $6,803,064 in new written business. 
This was an increase of 24 per cent over June, 
1928. 

New paid-for business for the first six 
months of the year totaled $33,627,178, an in- 
crease of $5,281,071 over the same period in 
1928, or a gain of 18.6 per cent. The record 
in new paid-for business for the opening six 
months of the past four years is as follows: 
$25,876,083 in 1926, $26,562,821 in 1927, $28,- 
346,107 in 1928, and $33,627,178 in 1929. The 
percentage increase in 1927 over the preceding 
year was 2.6 per cent, while in 1928 it was 
6.7 per cent and in 1929, 18.6 per cent. 

The trio of leading agencies in June, the 
White & Odell agency of Minneapolis, the 
A. W. Grary agency of Fargo, and Cravens, 
Dargan & Co. of Houston, celebrated their best 
month so far in 1929 in June, while the latter’s 
total of $854,260 was the greatest in its history. 








UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
| cancellable, non-medical and other at- 
tractive policies. 

Some good territories may be had in 
Michigan, Pennsylvania, Indiana, Il- 
linois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 






















Stock Company, Authorized Capital, $1,000,000 
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PER CENT TO MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND LAPSE FOR TWENTY-EIGHT 
LIFE INSURANCE COMPANIES, FROM 1909 TO 1928, INCLUSIVE 























COMPANIES 1909 | 1910 | 1911 | 1912 | 1913 | 1914 
Aetna Life 3.86 | 3.92 | 4.72 | 4.69 | 5:21 
Berkshire... eae 2.68 | 2.47 | 2.73 | 2.96 | 3.49 
Connecticut General. . . 3.98 | 4.18 | 4.27 | 4.41 | 5.12 
Connecticut Mutual. ..| 2.60 | 3.02 | 3.36 |-4.38 | 4.64 | 4.65 
Equitable, New York. .| 4.58 | 4.53 | 4.22 | 4.50 | 4.40 | 4.79 
Equitable. Des Moines.| 4.15 | 4.16 | 4.86 | 5.28 | 5.75 | 6.01 
Guardian, New York...| 4.38 | 4.10 | 4.53 | 4.95 | 5.07. | 5.87 
NS ae 5.55 | 5.72 | 5.91 | 5.65 | 5.59 | 6.09 
John Hancock......... 7.15 | 6.61 | 6.24 | 6.03 | 5.83 | 6.10 
Manhattan........... 4.77 | 4.35 | 4.71 | 4.90 | 5.64 | 6.60 
Massarhusetts Mutual.| 3.77 | 3.42 | 3.44 | 3.77 | 3.72 | 3.86 
Metropolitan......... 12.64 {10.46 |10.41 {10.03 |10.00 | 9.50 
Mutual Benefit........ 2.54 | 2.27 | 2.70 | 2.58 | 2.40 | 2.62 
Mutual, New York....] 4.39 | 4.28 | 4.19 | 4.51 | 4.46 | 4.86 
National Life Vt....:. 4.33 | 3.87 | 3.85 | 3.70 | 3.54 | 3.93 
New England......... 3.39 | 3.10 | 3.12 | 2.85 | 2.92 | 3.03 
TR Serre 4.77 | 4.22 | 3.95 | 4.19 |.3.74 | 3.99 
Northwestern.Mutual..| 3.78 | 3.67 | 3.87 | 3.73 | 3.41 | 3.56 
Pacific Mutual. ....... 4.57 | 4.50 | 4.05 | 3.65 | 4.02 | 4.04 
Penn Mutual......... 4.37 | 4.47 |-4.19 | 4.17 | 4.09 | 4.22 
Phoenix Mutuai....... 4.44 | 4.04 | 4.27 | 4.54 | 5.29 | 5.11 
Provident Mutual. .... 4.27 | 4.12 | 4.34 | 4.66 | 4.99 | 5.92 
Prodential. .....0.% 0 i0 4.24 | 4.81 | 3:80 | 4.13 | 3.79 | 4.54 
State Mutual......... 4.04 | 3.70 | 3.35 | 3.45 | 3.66 | 3.92 
Travelers. .......000: 5.03 | 5.64 | 5.11 | 4.82 | 4.91 | 5.60 
Union Central.........] 3.40 | 2.79 | 3.08 | 3.39 | 3.90 | 4.43 
Union Mutual......... 2.93 | 2.85 | 3.81 | 3.98 | 4.74 | 4.83 
United States......... 6.12 | 6.61.| 5.70 | 5.58 | 6.33 | 8.16 

Ave..(28 Companies).} 5.51 | 5.05 | 5.04 | 5.17 | 5.00 | 5.28 
















































































1909 | 1914 | 1919 | 1924 | 1909 
1915 | 1916 | 1917 | 1918 | 1919 | 1920 | 1921 | 1922 | 1928 | 1924 | 1925 | 1926 | 1927 | 1928 to to 
2 1913 | 1918 | 1923 | 1928 | 1928 
5.44 | 5.05 | 4.58 | 5.01 | 4.22 | 4.83 | 6.71 | 6.26.) 5.54 | 6.65 | 7.95 | 8.50 | 9.20 | 8.31 | 4.15 | 5.05 | 7.45 | 8.42 | 6.90 
3.47 | 3.00 | 2.60 | 2.28 | 2.04 | 2.74 | 3.70 | 4.58 | 3.36 | 3.69 | 4.44 | 4.56 | 4.80 | 4.68 | 2.76 | 2.94 | 3.30 | 4.45 | 3.50 
5.41 | 4.61 | 4.16 | 4.19 | 4.14 | 4.76 | 6.53 | 4.49 | 6.89 | 7.24 | 8.13 | 8.39 | 8.18 | 8.22 | 4.22 | 4.69 | 5.49 | 8.07 | 6.44 
4.84 | 4.20 | 3.90 | 3.85 | 3.47 | 4.20 | 5.43 |.5.12 | 4.61 | 4.82 | 5.05 | 4.97 | 4.91 | 5.01 | 3.64 | 4.26 | 4.62 | 4.96 | 4.49 
4.93 | 4.30 | 4.18 | 3.91 | 3.60 | 4.60 | 6.69 | 6.92 | 5.80 | 5.83 | 5.43 | 6.03 | 5.86 | 5.58 | 4.45 | 4.42 | 5.60 | 5.73 | 5.25 
5.41 | 5.51 | 5.50 | 5.29 | 3.99 | 4.63 | 6.06 | 6.76 | 5.37 | 5.43 | 4.81 | 5.24 | 5.74 | 5.32 | 4.95 | 5.51 | 5.55 | 5.32 | 5.12 
5.69 | 4.95 | 5.40 | 4.59 | 4.56 | 4.82 | 6.64 | 7.06 | 5.87 | 5.90 | 6.00 | 5.89 | 5.41 | 5.04 | 4.62 | 5.05 | 5.73 | 5.61 | 5.66 
6.34 | 5.92 | 5.19 | 5.64] 4.89 | 5.86 | 7.16 | 5.79 | 4.22 | 4.27 | 4.28 | 4.61 | 4.85 | 4.97 | 5.68 | 5.82 | 5.58 | 4.61 | 5.25 
6.05 | 5.14 | 5.08 | 4.77 | 4.93 | 5.32 | 6.67 | 5.77 | 5.42 | 6.19 | 5.57 | 5.60 | 5.86 | 5.65 | 6.31 | 5.36 | 5.71 | 5.77 | 5.64 
8.78 | 7.24 | 6.55 | 4:88 | 5.39 | 5.08 | 9.82 | 9.45 | 6.89 | 8.35 | 7.79 | 7.41 | 5.78 | 5.96 | 4.88 | 6.86 | 7.20 | 7.07 | 6.48 
3.99 | 3.66 | 3.42-] 3.01 | 2.41 | 3.08 | 3.91 | 3.62 | 3.51 | 3.84 | 3.95 | 3.92 | 4.02 | 3.95 | 3.62 | 3.67 | 3.43 | 3.93 | 3.69 
9.08 | 7.03 | 5.85 | 5.75 | 6.29 | 6.77 |10.50 | 8.67 | 6.36 | 6.88 | 5.30 | 5.71 | 6.35 | 6.19 |10.59 | 7.19 | 7.76 | 6.09 | 7.22 
2.62 | 2.32 | 2.01 | 1.88 | 1.49 | 1.62 | 2.12 | 2.14 | 2.00 | 2.19 | 2.25 | 2.41 | 2.33 | 2.48 | 2.51 | 2.29 | 1.81 | 2.83 | 2.21 
4.84 | 4.34 | 3.99 | 4.61 | 3.44 | 4.39 | 6.20 | 5.07 | 4.95 | 5.61 | 4.83 | 4.37 | 4.19 | 3.81 | 4.37 | 4.32 | 4.85 | 4.46 | 4.52 
4.31 | 3.70 | 3.10 | 2.78 | 2.31 | 2.76 | 4.02 | 4.38 | 3.05 | 3.49 | 3.82 | 3.58 | 4.15 | 3.99 | 3.85 | 3.54 | 3.50 | 3.81 | 3.67 
3.34 | 2.98 | 2.84 | 2.86 | 2.25 | 2.66 | 4.05 | 3.28 | 2.93 | 3.40 | 3.20 | 3.18 | 3.10 | 2.76 | 3.06 | 3.03 | 3.05 | 8.11 | 2.94 
4.09 | 3.81 | 3.62 | 3.78 | 3.69 | 4.04 | 5.40 | 4.93 | 4.55 | 4.78 | 4.70 | 4.83 | 4.92 | 4.71 | 4.17 | 3.85 | 4.56 | 4.79 | 4.51 
3.64 | 3.07 | 2.45 | 2.24 | 1.75 | 2.08 | 2.99 | 2.68 | 2.46 | 2.53 | 2.41 | 2.38 | 2.44 | 2.40 | 2.41 | 2.36 | 2.40 | 2.43 | 2.738 
4.31 | 4.57 | 3.99'] 3.60 | 2.91 | 3.29 | 5.56 | 6.09 | 5.13 | 6.10 | 6.11 | 6.03 | 5.77 | 5.19 | 4.13 | 4.09 | 5.32 | 5.82 | 5.21 
4.52 | 3.52 | 3.58 | 2.98 | 2.37 | 2.93 | 3.82 | 3.80 | 4.01 | 3.66 | 3.41 | 3.49 | 3.62 | 3.50 | 4.25 | 3.73 | 3.68 | 3.54 | 3.79 
5.26 | 4.30 | 3.33 | 2.80 | 2.91 | 3.02 | 4.10 | 4.08 | 3.57 | 3.71 | 4.16 | 4.48 | 4.98 | 4.93 | 4.54 | 4.10 | 3.57 | 4.54 | 4.25 
6.08 | 5.55 | 4.89 | 4.14 | 3.83 | 4.61 | 5.20 | 5.39 | 4.75 | 4.83 | 5.10 | 4.89 | 5.26 | 5.11 | 4.51 | 5.25 | 4.79 | 5.083 | 4.83 
4.52 | 3.95 | 3.24 | 3.10 | 3.67 | 3.41 | 4.28 | 3.82 | 3.41 | 4.19 | 3.68 | 4.31 | 4.76 | 5.49 | 4.16 | 3.81 | 3.35 | 4.54 | 4.18 
3.90 | 3.44 | 3.46 | 2.99 | 2.57 | 3.10 | 3.60 | 3.16 | 3.06 | 3.40 |.3.40 | 3.21 | 3.31 | 3.01 | 3.63 | 3.52 | 3.11 | 3.24 | 3.23 
5.80 | 4.85 | 5.60 | 4.36 | 3.53 | 4.13 | 5.95 | 6.26 | 6.34 | 7.12 | 7.20 | 7.86 | 8.68 | 8.99 | 5.08 | 5.15 | 5.48 | 8.06 | 7.08 
5.10 | 4.66 | 4.44 | 3.96 | 3.02 | 3.23 | 5.02 | 4.38 | 3.64 | 3.72 | 4.22 | 4.35 | 4.50 | 4.22 | 2.26 | 4.26 | 3.90 | 4.22 | 4.05 
5.91 | 5.40 | 4.61 | 4.27 | 3.95 | 5.46 | 4.86 | 4.97 | 4.45 | 4.38 | 4.37 | 4.17 | 4.04 | 4.26 | 3.62 | 5.02 | 4.56 | 4.24 | 4.33 
10.19 | 9.72 | 8.95°'| 8.50] 7.51 |°6:66"] 9.08 | 9.99 |10.97 | 9.36 | 8.53 | 8.41 | 7.84 | 9.40 | 6.07 | 9.16 | 8.83 | 8.72 | 8.12 
5.35 '| 5.48 | 4:13-| 3.95-| 4.04 | 4.45 | 6.95 | 5.64 | 4.96 | 5.24 | 4.76 | 5.07 | 5.32 | 5.29 | 5.09 | 4.61 | 5.14 | 5.14 | 5.05. 








Group Insurance and industrial business excluded. 


In considering ratios, following factors must be noted: _ Intermediate business of industrial companies carrying high lapses, rates included 
and variation in segregation of Terminations as between surrender, lapse and expires 
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Chrysler Corporation Has New Com- 

plete Coverage Contract in Force 

With Aetna for 40,000 
Employees 

Life insurance in excess of one hundred mil- 
lion dollars and weekly benefits of more than 
five hundred thousand dollars was recently 
signed for by the Chrysler Corporation through 
the Aitna Life Insurance Company of Hart- 
ford, Conn. Combination group life, accident 
and sickness policies protect over 40,000 em- 
ployees of the Chrysler organization all over 
the world. The cost of the plan is shared be- 
tween the corporation and the employees. It is 
estimated that annual premium payments un- 
der the new contract will be more than one 
million dollars. 


The new policy supplants the separate poli- 
cies carried by the Dodge and Chrysler corpora- 
tions prior to the merger of these companies. 
All active employees of the Chrysler Corpora- 
tion were eligible for participation in the in- 
surance program and the amounts of insurance 
per employee depended on the listed earnings. 
The classification by weekly earnings was ac- 
cording to the following schedule: A—up to 
$17.50, $1000 and $7 weekly benefits; B— 
$17.50 to 21.50, 2000 and 77 weekly benefits; 
C—$21.50 to $31.50, $3000 and $14 weekly bene- 
fits; D—$31.50 and over, $3000 and $21 weekly 
benefits. Supervisory forces and executives ob- 
tained higher amounts. 

The entire amount of the insurance is payable 
to an employee who becomes permanently and 
totally disabled before the age of sixty. Weekly 
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Life Insurance Results for First Six Months 
(Concluded from page 12) 


Philadelphia Life, Philadelphia......... } g 16,400 g 307,200 
cn disee es  Beeewyber . spriobeiins o 6,067,721 o 79,883,858 
g 9,000 ¢g 302,950 
Phoewix MMettual ...<. .<ca sean bs sda~ op 1929 h133,000,000 A ........ IE sia ae aides o 39.692,486 o 565,000,000 
1928 h120,500,000 A ........ Bs fecsats o 45,659,498 o 531,687,227 
Provident Mutual of Philadelphia, {.1929  @ ....4... 9 ceeeeees — seeeeees o 63,745,000 o 954,087,000 
Ree rer eee | 1928 actietGaw -manendus  updinandane o 67,004,000 o 893,471,000 
Register Life, Davenport k........... f 1929 WEREEO, §—sinscSGies § a -aueewiewe o ~=.2,088,497 o 35,361,000 
\ 1928 EMA Saati, MapStats ° 3,194,163 o 35,576,796 
Rockford Life, Rockfcrd............. J 1929 2,429,842 200,000 98,433 o 3,165,660 o 24,979,272 
\ 1928 2,235,640 200,000 99,279 o 3,370,117 o 23,748,538 
Security Life of America, Richmond... { 1929 9,163,300 500,000 267,285 6,391,858 o 62,262,563 
\ 1928 8,501,619 500,000 262,048 o 6,162,910 o 60,071,154 
Security Mutual Life, Lincoln........ { 1929 4,108,080 = Si 2.0% hf o =. 2,487,887 o 25,844,000 
| 1€28 1 SC ee ere 250,455 o 2,231,669 o 23,949,000 
{ 1929 5,097,758 500,000 428,332 o 5,971,500 o 61,240,000 
Shenandoah Life, Roanoke........... J ‘ ; g 3,029,500 g 1,810,000 
) 1928 4,550,525 500,000 404,687 o 7,190,617 o 56,266,923 
g 1,810,000 g 11.188,800 
Southern States Life, Atlanta......... f 1929 8,496,113 150,000 166,435 o 8,105,063 0 65,658,086 
\ 1928 7,967,600 150,000 172,292 o 7,584,110 o 64,118,635 
Teachers Insurance and Annuity Asso- { 1929 18,254,076 500,000 1,809,149 o 3,105,132 o 30,737,161 
ciation, New York................ \ 1928 14,400,426 500,000 1,517,635 o 2,410,333 0 25,925,289 
pe Se to ee cre J 1929 387,811 100,000 23,271. o 1,230,166 o 6,072,679 
{ 1928 347,754 100,000 31,917 o 1,145,000 o 5,883,664 
United L. and A., Concord..:........ } 1929 6,649,359 500,000 349,515 o 5,135,756 o ——. 
ra a ed rn gm Me g ’ 
) 1928 5,825,087 500,000 338,069 o 5,537,852 o aay 
atthe dats g i 
United Fidelity, Dallas:............. { 1929 2,066,790 250,000 63,579 o 4,378,176 o 28,860,074 
be ee 250,000 58,386 0 4,968,286 o 26,194,351 
; { 1929 O cixiadee: I) ~whmaneed wm Gehan o 1,061,000 o 4,249,500 
United Tile; Galittd...205 056008 sensei in { 191,700 g 1,036,900 
IER aE econ |) eemattee: Sea o  =1,266,000 o ,010,000 
{ 1929 397,562 250,000 147,562 o 413,000 o 1,592,500 
Virginia Life and Casualty, Richmond. } i 2,310,500 2 3,919,254 
} 1928 390,017 250,000 140,017 o 372,500 o 1,198,500 
i 1,852,000 i 3,041 642 
Volunteer State, Chattanooga........ { 1929 15,163,177 1,250,000 500,000 o 7,140,531 o 97,300,251 
1928 14,101,156 1,250,000 500,000 o 7,952,322 o 95,779,214 
{ 1929 93,176,301 G00, 000" © 6 s.ccuers o 15,472,556 o 236,535,633 
Western and Southern, Cincinnati..... } i 35,349,731 7 517,101,558 
) 1928 82,156,238 GOGDOO0 ik awtwsen o 6,526,956 o 214,823,842 
{ it 10,481,665 i 473,490,840 
| 1929 5,966,198 400,000 285,118 o 3,397,892 o ae 
Site cuaven a ¥ 
Wisconsin National, Oshkosh......... ! r 5,000 r 270,187 
1928 5,511,446 400,000 326,771 0 3,625,307 o eit 
a Wiese ive i é 
r 37,407 r 314,659 


o Ordinary. gGroup. iIndustrial. yr Reinsurance. a Figures for assets, capital and surplus unavailable at this 
time. 0 Ordinary and group not segregated. c Includes Accident and Health Department. ‘d This company reinsured 
the Crescent Life Insurance Company of Indianapolis on April 18, 1929. e Includes $1,866,991 from Crescent Life of 
Indianapolis. f Includes $13,183,515 from Crescent Life of Indianapolis. h Unavailable. k& Approximate figures. 








benefits for temporary disability begins three for any one disability. The original group life 
days after disability is incurred and continue policy of the Dodge Brothers went into effect 
for a period not exceeding twenty-six weeks in 1913, written by the Aétna. 
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Building Up the “Yes Attitude” 


Some Examples of Actual Selling Talk as Cited by 
Russell S. King to Life Agents—Value of 


the motivating story and what is known 

as the “sob. story,” Russel S. King, 
manager of the Indianpolis Agency, gave an 
interesting discussion on the art of closing, at 
the Union Central Agency Convention at Los 
Angeles. He stated that nothing was so effec- 
tive as a good human interest story when the 
prospect could not be closed in the usual man- 
ner. He cautioned delegates against using “sob 
stuff,” however, except as a last resort, and 
urged them to choose their stories from every 
day life, and practice them until they could 
tell them effectively. 


[LD te mst a careful distinction between 


Mr. King divided the process of selling a life 
insurance contract into three parts: the presen- 
tation of a worth-while proposition to the pros- 
pect; the presentation of a sure means of ac- 
complishing this proposition; arousing the emo- 
tions of the prospect in such a way that he will 
act immediately. 


Leading Questions 

He quoted Dr. Rockwell’s definition of a sale 
as “an agreement to accept a proposal” and 
pointed out that the close is really no more 
than getting the prospect’s consent to the propo- 
sition. In order to do this, he should first test 
out the prospect’s satisfaction with each step in 
the program. This done, he showed, by a series 
of questions which lead the prospect into the 
“yes attitude.” “If he agrees to each of the 
items presented there really should be no dif- 
ficulty in closing because you have established 
the worth-while proposition and you have shown 
him a sure means of accomplishing it,” Mr. 
King said. 

He illustrated the workings of the “yes 
attitude” by getting all of those seated in the 
Convention Hall to play the old game of “Simon 
Says Thumbs Up.” 

“Often there are signals that indicate to 
the trained salesman that it is time to attempt 
a close,” he said. As an example, he cited a 
prospect who has agreed to every item in the 
proposition except one. 

“This point must be gone over and as soon as 
it has been settled, and he has agreed to it, you 
have the proper time to close,” Mr. King said. 
Another signal which indicates that it is time 
to close is when the prospect says “That is a 
very fine proposition.” A third signal which 
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the Human Interest Story 


often denotes that the time has come to seek the 
signature on the application is when the pros- 
pect says “How much is this going to cost me?” 


“Objections often times offer the ideal oppor- 
tunity for gradually leading to the close,” ‘Mr. 
King said. 


Given an Inch— 

“A way to lead to the close after the pros- 
pect has been put in the “yes attitude” is to get 
the prospect to agree to some minor point and 
then take it for granted that he has consented to 
the entire proposition,” he pointed out. For in- 
stance, if the prospect says “yes” to the question 
“Do you want permanent and total disability 
clause?” you fill in the amount of insurance on 
the application blank with permanent and’ total 
disability and then follow up trying to fill out 
the rest of the entire blank. Mr. King com- 
pared the use of direct consent and implied con- 
sent and pointed out the advantages of the lat- 
ter by showing that we do many more things 
by implied consent than by direct consent. As 
an example, he mentioned the young couple 
standing before a furniture store window. 
“Wouldn’t that set look nice in our living 
room?” says he. “It certainly would,” says 
she—and from this on they consider themselves 
engaged to be married. Mr. King emphasized 
the value of the “fatal alternative” in closing. 
Example: “Do you want this with or without 
disability?” No matter how the prospect an- 
swers, he has committed himself. 

“If these plans fail, it is time for a motivating 
story.” He told a number which he has used 
successfully. The following is an example: 

“Mr. Prospect, did you read what Billy Sun- 
day said when he was taken sick in Memphis 
and had to be carried to Mayo Brothers for 
treatment? Here is what he said, when a news- 
paper man asked him if he had any message to 
leave behind for the people of Memphis. 

“‘Tell the people of Memphis that I have 
always tried to play the game of life fair. I 
have made as few fouls as possible. I have 
touched all the bases as I went round, and I 
have made a sacrifice hit when it would help 
the ‘other fellow.’ 

“Now, Mr. Prospect, whether we agree with 
Mr. Sunday’s religion or not, that was a won- 
derful sentiment he expressed. Wasn’t it? 
And it is a wonderful thing for a man to be able 


to truthfully say that. Don’t you think that the 
sacrifice you would be making in order to carry 
this life insurance would be a worth-while sac- 
rific hit for your loved ones? And wouldn't 
it be a fact that if you took it, you could really 
say that you had touched all the bases as you 
went round? 

“Invariably, the story appeals to the man who 
has a keen sense of fair play and dearly. loves 
his wife and kiddies. : 

“This isnot ‘sob stuff,’ it is simply’ a mo- 
tivating story” said Mr. King. I will give you 
an example of'‘sob ‘stuff.’ ” ; 

He then told a story of a forty-niner and his 
wife who-stopped at the last outpost in- Kansas 
and got out of their prairie schooner to buy 
supplies. ‘While they were in the store, their 
team became frightened and ran away with the 
wagon. At a shout from the hangers-on, in 
front of the store, the man rushed out of, the 
store and, seeing the team running away, he 
dashed madly after them and grabbed the back 
end of the wagon. After he had been dragged 
for a way, with one last effort, he drew him- 
self into the wagon, climbed through and out 
on the tongue, seized the mules’ bits and brought 
them-to a stop. Several men came running up 
and someone :said, “My God! man, why did you 
take such a chance?” Exhausted, he answered 
simply, “My children were inside the wagon.” ° 


The Point of the Story 

“Mr. Prospect, every man’s wife and children 
are inside the wagon of life that rumbles down 
the roadway from the cradle to the grave, and 
this proposition that I have presented to you 
will place a driver with his hands constantly on 
the reins of the team as your family goes down 
the road will be perfectly safe inside it with 
the Union Central at the reins. It is simply a 
proposition of supplying a driver when your 
hands become useless to drive any longer.” 

“This story,” Mr. King declared, “has a 
double-barreled appeal to a man’s love for his 
family and to his fighting spirit. 

Another example of “sob stuff” was based 
upon the application. 

“You know,” said Mr. King, if the company 
should notify me when I get back home that we 
need no longer have the applicant fill out an 
application, I would write to them to send me the 
entire supply of applications they had left. It 
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is the greatest closing document in existence. 
Here is one way. Use it.” 

After everything else has failed, the prospect 
is asked for information for the agent’s files 
and this is used for filling out the application. 
Then if he balks at the endeavor to get him to 
sign the application already made out, the agent 
hands the prospect the application and asks him 
to put it in his desk and let him know when he 
is ready to sign it, telling the prospect that he 
has copied enough of the information on a card 
for his files. 

When the prospect pigeon-holes the applica- 
tion in his desk, the agent gathers up his papers 
as if to leave, but comes back and says: “Mr. 
Prospect, if I were you, I don’t think I would 
leave this application blank in my desk. Sup- 
pose you left it around and something happened 
to you soon after you put it away. Your wife 
will come down here to clean out your desk and 
see what there is in it she can utilize. How 
would you like for her to find this unsigned ap- 
plication lying here in your desk? Mr. Pros- 
pect; you can’t afford to take that chance.” 

If the prospect hands the agent. back the ap- 
plication and says, “Here, you keep it and I'll 
let you know when I’m ready,” the agent re- 
plies: “Mr. Prospect, I can’t afford to walk 
the streets of this city with your wife’s bread 
and butter in my pocket. You will just have 
to tear it up or put your name on it, one or the 
other.” 

The prospect starts to tear up:the application, 
but the agent. stops him, saying, “Wait! I 
don’t believe I’d tear up that paper.” 

“Once, during the course of an interview, 

when we had come to this point in the talk, the 
prospect wiped his brow and gasped out, ‘My 
God! then what am I going‘ to do with it?” 
Mr. King said. 
_ Mr. King then drew a little picture for him. 
“Suppose you did sign this application, Mr. 
Prospect, a few months elapse and you pass 
out of the picture. A few days later I am go- 
ing up the street and turning in at the gate, I 
come to your front door. Mrs. Prospect comes 
to the door to meet me and_I tell her that here 
is a check for $5000. If she will just sign 
the receipt, I will be so happy to give her this 
money. Mrs. Prospects signs the receipt, all 
the time telling what a wonderful man you were 
and how thoughtful you were of your family’s 
welfare, and how the money will help her and 
the children get along in life.” 

“Mr. Prospect, they tell me there are win- 
dows in heaven. Now, suppose as I started to 
hand her this check, you reached out your arm 
from one of those windows and took the check 
and tore it up and said, ‘No, Mary, I don’t 
want you and Junior and little Mary to have 
this money. You'll get along somehow and 
somebody will see that you don’t starve.’ ” 

“You wouldn’t do that, Mr. Prospect, but 
that’s just what you would be doing if you tore 
up that application. You wouldn’t tear up a 
check for $5000, would you, Mr. Prospect? 
Put your name on it right here ——.” 
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Disability Insurance 


(Concluded from page 3) 

On account of its delicate and private char- 
acter, it has not become customary to ask 
applicants to state their incomes. However, 
there is a growing feeling among insurance 
companies that an inquiry of disability appli- 
cants as to the amount of their income is not 
an unreasonable requirement in view of the 
benefits desired. Lacking such statements from 
the applicants, we are compelled to use the 
nearest approximation obtainable as to their 
incomes and earnings. 


RaTio OF DISABILITY INSURANCE TO INCOME 

A hard and fast ratio between the total 
amount of disability payments that can be 
safely and reasonably allowed, and the amount 
of earned income, has not yet been established. 
A tentative ratio has been recently proposed, 
as follows: 


Total monthly disability 
income granted by all 


Total earned companies not to 
income exceed 
ee ee eee Te $80.00 

Ls ll ee eR 140.00 
MEO. ool with irae Seotse ns 180.00 
cat pia a COTE 200.00 
IO Fried sh char ciatioe 250.00 


The granting of disability payments in the 
larger amounts, especially over $500.00 monthly, 
is extremely questionable and risky. 

These considerations apply to the earned in- 
come, exclusive of income from investment, 
capital, or other sources. 

The argument is frequently advanced in 
questionable cases that the granting of monthly 
annuity by other companies is a reason why 
we also should grant it. This argument has 
force exactly contrary to that intended; since 
the greater the amount of disability issued by 
other companies, the less is the margin left that 
is permissible. 

The question of income covers not only the 
present returns, but also the probable future 
course of earning capacity: and opportunity, 
up to the age of sixty years, when the dis- 
ability obligation ceases. The stability and 
permanence of earned income is of high im- 
portance. 

The consideration of the occupation and busi- 
ness of the applicant for disability insurance 


is of the utmost importance, since they are 
inseparably related to, and constitute the source 
of, the present and future income. This aspect 
is entirely distinct from that of the health 
and accident hazards of the various occupations. 

The consideration of the moral hazard is of 
fundamental importance in disability underwrit- 
ing, to the end of eliminating those who would 
take unwarranted or fraudulent advantage of 
th the companies. The business methods and 
reputation, the standing in the community, the 
legitimacy and reputability of the business, all 
the factors that make up character must be 
carefully scrutinized. 

Medical Record: The character, duration, 
and frequency of previous diseases have an 
obvious bearing on the disability risk. This 
applies even when the diseases are not such 
as are prohibitive of insurance at standard rates. 
Frequent illnesses even of minor character, not 
in themselves of a total permanently disabling 
nature, are unfavorable; since they indicate a 
lack of resisting power, or an increased sus- 
ceptibility to disease, that may later open the 
way to serious and disabling sickness. 

Present physical condition: The conditions 
presented by applicants at the time of examina- 
tion are also subject to scrutiny in disability 
underwriting. Build is important, especially 
light weight. As is shown by a survey of 
disability claims grarted, a very large propor- 
tion of the cases of tuberculosis at the original 
examination presented only a slender physique, 
without any family history of the disease. 
The general degree of vigor and probable 
disease-resisting power, deformities, and other 
impairments and conditions may constitute suffi- 
cient ground for declining disability coverage 
even though the life risk may be acceptable 
at standard rates. In this connection also are 
to be considered the bearings of the various 
occupations on the production of permanent 
disablement through the particular risks of 
accident and the hazards to health incident to 
them respectively. 

With this understanding of the special factors 
involved, it is hoped that disability coverage 
may be discussed with prospects with better 
appreciation of the underwriting of policies of 
the Acacia, and that there may be intelligent 
and sympathetic co-operation between the field 
force and the Home Office. 





rights. 











Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. ‘ 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records.and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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How Trust Agreements Are Sold 


Co-operation Between Underwriters and Trust Com- 





panies Has Proved the Key That Unlocked 


By Epwarp M. McMAnHon 


a Vast Store of New Business 


Insurance Trust Officer, The Equitable Trust Company of New York 


ITHIN the past two years, progress- 
W ive underwriters and _ progressive 

trust companies have been attempting 
to develop a definite program of co-operation. 
In some instances, trust companies have goine 
so far as to establish special departments or 
special divisions of trust departments for active 
co-operation with life underwriters. 


Many trust companies, instead of merely ac- 
cepting business which is. brought to them by 
underwriters or which comes to them through 
the influence of underwriters, have carried on 
active publicity campaigns by newspaper and 
magazine advertising and have furnished real 
assistance to underwriters in the form of sup- 
plying trust advisers to meet with the under- 
writer and his client and in supplying. estate 
analysis service in the offices of the trust com- 
pany. 

Accepted Principles 

Before going into greater detail in connec- 
tion with the subject of trust company co-- 
operation with underwriters, it might be well to 
review some of the principles which are gradu- 
ally being accepted as being in the best interests 
of insurance companies and their underwriters, 
bank and ‘trust company managment and the 
estate owner and his beneficiaries. Some of 
these principles are as follows: 


(a) The options of settlement contained in 
contracts of life insurance have not become 
obsolete and can still be used to advantage by 
the insured, especially during the earlier stages 
of his progress to financial independence. 

(b) The insurance trust has been called an 
additional option of settlement. The “options 
of settlement” contained in contracts of insur- 
ance can be used to advantage, but the best 
interests of the insured and his beneficiaries 
can be promoted and conserved by utilizing an 
insurance trust in certain situations where either 
lump sum payments or the options of settle- 
ment might fail to accomplish the objectives of 
the insured for himself and his dependents. 


(c) Life insurance companies distribute prin- 
cipal and income under an agreement with the 
insured which takes the form of a contractual 
relationship; banks and trust companies distrib- 
ute principal and income from proceeds of life 
insurance under a trust agreement which gives 
the trustee discretionary power, enabling it to 
conserve and distribute the proceeds and income 
in an efficient way and yet do for the insured’s 
_ dependents that which the estate creator himself 
would do if he were alive, in connection with 


——__. 


An address delivered to the Sales Congress of the 
New Hampshire Life Underwriters Association. 
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situations—financial and otherwise—which could 
not be anticipated at the time that the insurance 
was purchased or during his lifetime. 

The most popular form of life insurance trust 
is known as the unfunded trust. When the 
estate owner uses this form of insurance trust 
it means he desires to obtain only the benefits 
of trusteeship after his death in respect to his 
insurance proceeds. He does not expect man- 
agement of his insurance estate during his life- 
time. The estate owner enters into a trust 
agreement with the trust company, as trustee. 
After the trust agreement is executed by both 
parties-to the agreement, the beneficiaries of 
his policies are changed to the trust company, 
as trustee. The policies may be deposited with 
the trustee for safekeeping. Under this form 
of trust, in most cases the trustor pays the in- 
surance premiums himself direct to the insur- 
ance companies or their agencies: At the death 
of the insured, the trustee collects the insurance 
proceeds, invests them in accordance with the 
directions as contained in the trust agreement 
and distributes the income and principal‘in ac- 
cordance with the terms of the agreement. 

By this plan the estate owner provides a se- 
cure method for conserving all the proceeds of 
his insurance. He may be assured that such 
monies will be invested with judgment and an 
eye to the best return consistent with safety. 
He eliminates so far as possible waste in the 
administration of his insurance estate loss in 
investment and: loss or wastage in the collec- 
tion, distribution and use of the income. 


Full Directing Control 

Under the terms of the agreement, he may 
provide for the disposition of the income and 
the principal of the insurance estate, specifying 
the circumstances and conditions under which 
the trustee is to make payments to his benfici- 
aries. For example, he may provide that the 
income from the estate is to be paid to his wife 
during her lifetime and thereafter a share to 
each of the children. At the death of the chil- 
dren, the principal may be distributed to per- 
sons designated by the insured; or, the insured 
may give the children the power to dispose of 
the principal of the trust estate under the terms 
of their respective wills. 

He may provide for a sum of money to be 
paid to his son to serve as capital to start him 
in business or for the purpose of business or 
professional training. If desired, the insured 
may direct that the trustee pay over a stipu- 
lated sum to the insured’s daughter as a dowry 
upon her marriage. He can provide for the 
education of the children. This can be done by 


empowering the trustee to pay over from prin- 
cipal as much as may be necessary in its opinion 
for this purpose, or the amount of money to 
be so used may be limited by the insured, for in- 
stance, to not, more than $1,500 in, any one, year. 

If desired,, the insured may empower the 
trustee to pay over in its. discretion to the life 
beneficiary any, sum -of money from principal 
as may seem proper to the trustee. Such a pro- 
vision assures the life beneficiary ample funds 
to meet any financial emergencies. caused ; by, 
accident, illness or any other unusual happen- 
ing and at the same time assures the estate 
owner that the principal of the trust estate will 
not be invaded éxcept for a worthy and neces- 
sary purpose. Administration charges, Fed- 
eral taxes, etc., may be paid by the trustee upon 
death of the insured. | 


A Wise Reservation 

During his*lifetime; it is best for the insured 
to reserve thé: right to alter, amend or revoke 
the agreement} and“it is also best for him to 
reserve the right to. change: the beneficiary of 
the insurance ,policies.. He should bein a posi~’ 
tion which. will.enable him to make ‘changes im 
his plan. of,.distribution as ‘conditions change’ 
during his lifetime. 

The funded insurance trust should be con- 
sidered for policyholders who have acquired all 
or nearly all the insurance that they will need 
but who, in addition, have a considerable gen- 
eral estate, part of which consists of securities 
which can be’set aside and the income thereon 
used for the payment of the premiums on the 
insurance. The trust company will receive the 
premium notices from the insurance companies 
and will undertake to pay the premiums. This 
relieves the insured of the necessity of watching 
for premium:due dates and grace expiration 
dates. He can be assured that the premiums 
will be paid because he has provided the funds 
in advance. At his death, the insurance and 
the securities become a fund which is adminis- 
tered under the terms of the insurance trust 
ageement in accordance with the directions given 
to the trustee during his life time. The provi- 
sions for the payment of principal and income 
would be similar to those suggested above in 
the case of the unfunded trust. 

Your policyholders may be interested in a 
plan which provides not only for the conserva- 
tion of the insurance proceeds after death but 
which also provides for the payment of pre- 
miums ‘during their lifetime and the ultimate 
“funding” of their trusts if they live for a 
sufficient length of time. For the man who can- 
not establish a funded trust immediately, it is 
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“Joe Jenks is a dandy golfer. He’s developed an approach that 
lays the ball right up to the pin.” 

“Yes, but his golf approach is.no better than the one Reliance 
Life Perfect Protection gives him every day.” 

















Writing Casualty Insurance 
Fidelity and Surety Bonds 
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“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THe Murua. Lire INsurANcE Company or NEw 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability 21d Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. 


It welcomes as field representatives those who 
know that. success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
. President 2nd Vieeeom 


an ; 
Manager of. Agencies 














Corres change. Entirely 
new policies are needed as years 
pass to fit new insurance requirements. 


Issuance of new policies is therefore 
a measure of a company’s desire to 
keep pace with new conditions as they 
arise. 


Our new policies are demonstrating 
their value now in increased business 
and in the enthusiasm of our agents. 


PHILADELPHIA LIFE 
INSURANCE COMPANY | 


111 North Broad Street 
Philadelphia, Pa. | 
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possible for him a adopt a plan which will re- 
sult in the “funding” of the trust on the “in- 
stallment” plan. This form of trust is known 


as the investment insurance trust. 


The trustor makes an agreement with the 
trustee, under the terms of which the trustor 
undertakes to make deposits from time to time 
in an amount more than sufficient to pay the 
premiums on the insurance. The deposits which 
are not required for the payment of premiums 
are invested by the trustee and, at the end of a 
period of years, the fund in the investment ac- 
count should be large enough to provide enough 
income to pay all of the premiums, after which 
time no further deposits are necessary, although, 
if the proper legal language is used in the 
agreement, it is possible for the trustee to ac- 
cept additional deposits and build up the invest- 
ment fund to a larger extent. 

Business insurance offers an approach to 
prospects who will not listen to discussions of 
personal life insurance. A business man is in- 
terested in anything which will protect himself 
and his associates in his business. This has 
been the approach in connection with so-called 
“key man’ insurance. The insurance is made 
payable to the business or to business associates 
for the purpose of indemnifying the business 
for the loss of services or to strengthen the 
credit at the death of a “key man.” More re- 
cently, underwriters. have made an approach 
based on the liquidation of a partner’s interest 
at the death of a partner, or based on the pur- 
chase of a stockholder’s interest at the death 
of a stockholder in a close corporation. Be- 


cause it is desirable that the services of an out- 
side independent agency be secured to assure 
that the agreement will be carried out properly 
and without prejudice to the rights of the de- 
cedent as against the rights of the survivors, a 
trust agreement with a corporate trustee as a 
party thereto has been advocated. 


Bringing the trustee into the picture helps 
your prospects to concentrate their attention on 
their real problem and diverts their attention 
temporarily from insurance, and when insurance 
does come into the picture, it can be presented 
as one of the solutions of the problem. It is 
then presented, not as insurance but as a means 
for a surviving partner to purchase the interest 
of the other partner or partners or as a means 
for the surviving stockholders to purchase the 
interest of the deceased stockholder of a close 
corporation. By using the partnership liquida- 
tion trust plan or the stock purchase trust plan 
as an approach, the underwriter can talk about 
something in which the prospect has a definite 
interest. 

In discussing a purchase and sale trust plan 
in either a partnership case or a close corpora- 
tion case, the attention of the prospects should 
first be concentrated on the situation of the 
business and the decedent’s beneficiaries at the 
death of one of the interested parties. After it 
has been made clear to the prospect that the 
situation at that time may not be in the best 
interests of the decedent’s beneficiaries nor in 
the best interests of the survivors, the prospect 
may be interested in a plan whereby the solu- 
tion of the problem is anticipated while all the 


Ag 


If he is. interested 
to know the solution and if the solution has 
been outlined to him in a general way, the next 
most important subject to discuss is the subject 
of the valuation of the business as of the date 
of death of one of the parties. 


interested parties. are alive. 


Although you are discussing valuation for the 
reason just given, at the same time you are in- 
directly indicating to the prospect how much 
insurance is needed. After the question of val- 
uation has been determined upon, the amount of 
insurance to be used in the case will come up 
when it becomes apparent to the interested par- 
ties that it will be necessary to have funds in 
order to make the purchase from the decedent’s 
estate. At that time you can show the prospect 
that some kind of a sinking fund is absolutely 
necessary or that it is at least highly desirable. 
If he will admit that a fund is necessary, then 
he may be willing to consider the building of a 
reserve to accumulate the fund. Youshould have 
no trouble in demonstrating to him that the 
most economical and practical form of sinking 
fund reserve is that supplied through life in- 
surance contracts on the lives of the interested ~ 
parties. 

If there is to be efficient and profitable co- 
operation: between life underwriters and the 
trust companies, the trust officers must have 
an appreciation of the function of life insurance 
in our modern personal economics and in the 
field of service to business. The underwriter 
needs to increase his knowledge of the insur- 
ance trust as a possible practical solution of 


(Coneluded on page 21) 




















AMERICAN 


of 21.2%. 


Growth! 


For the first five months of 1929, The Guardian’s 
production of new paid business shows an increase 
Each: month so far this year has proved 
to be the best of its name in the Company’s sixty- 


I 
C ‘J Nv j b 1] L nine years—in written, issued and paid-for business, all 
! three. 


LIFE 


Insurance Company 


INDIANAPOLIS 


Old Line Legal Reserve 








Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 














A comparison of The Guardian’s rate of progress 
with the remarkable growth of ordinary life insur- 
ance in this country during the past five years pre- 
sents an interesting picture. 
inclusive, The Guardian’s annual production of new 
| paid-for ordinary life insurance inc.eased at a rate 
more than twice that for the total ordinary life pro- 
duction of all United States companies. 


In 1929, for the first five months, The Guardian’s 
percentage of increase is approximately two and a 
half times that for the country as a whole. 


From 1924 to 1928, 
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THE GUARDIAN LIFE INSURANCE 
COMPANY of AMERICA 


“The Company that Guards and Serves” 
50 UNION SQUARE 


NEW YORK CITY 
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Just 
Out— 


A New Life Expectancy Policy 
—One of Our Complete Line! 








A Contract That Meets the Low Cost Demand 








Agents Wanted 
in 36 States 


General 
Agency 
Openings for 
High-class 
Men 
in 
Many Cities 














Provides the Greatest Protection Possible for the 
money invested, 

Particularly designed for the Business Man who ap- 
preciates the economic features. 

Has guaranteed value, automatic premium loan clause 
and all of our regular policy provisions. 

Double Indemnity and Surgical and Dismemberment 
Benefits may be added. 

Issued with either Waiver of Premium or Income 
Disability, or without Disability. 

Convertible to a Life or Endowment form at any time. 

Issued to both men and self-supporting single women 
and to both standard and sub-standard risks. 

Written by the company that gives Home Office co- 
operation. 

Our Full Sample Case of Policies includes, Participat- 
ing policies, Non-Participating policies, Juvenile poli- 
cies, Group insurance, Salary Savings pians, Sub-Stand- 
ard policies and Accident and Health. 

Write today for information about our Agency open- 
ings in your State. 











Central States Life 


Insurance Company 
St. Louis, Mo. 


Policies for All Ages 1 to 70 

Both Participating and Non Participating 

Children’s Policies with Beneficiary In- 
surance 

Disability and Double Indemnity 

Surgical and Dismemberment Benefits 

Special Monthly Premium Plan 

Non Medical 

Standard and Sub-Standard 

Sales Planning Circularization 

Perseverance and Producers Clubs 

Special and Standard Policies 





AVAILABLE TERRITORY IN_ ARK., 
CALIF., COLO., FLA., IDA., IOWA, ILL., 
KAN., MO., MONT., MINN., NEBR., 
OKLA., N. M., S. D., TEX., UTAH, WYO. 











WRITE DIRECT TO HOME OFFICE 


Assets, $14, 


332,410—45,000 Policyholders 




















CONTINENTAL LIFE 
INSURANCE COMPANY 


St. Louis, Missouri 


























Fidelity and Surety Bonds 
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BOND 
DEPT. 
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COMMONWEALTH Casualty Company takes 
pleasure in extending agents another oppor- 
tunity to increase their premium business, 
through their Surety Bond Department 
recently opened. 

MANAGED by experienced men of rare judge- 
ment, this department offers agents facilities 
seldom equaled in solving their bonding prob- 
lems, with profit and satisfaction. 


THE COURIER urges you to investigate. 


Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 
Philadelphia 


W. FREELAND KENDRICK E. W. COOK 
President Vice-Pres. & Gen'l Meg. 
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Two Production Handicaps 
Laziness and Lack of Confidence the Only Obstacles 
Between the Agent and Success, 

Declares J. Elton Bragg 


of immediate money just as earnestly 

as you sell your prospect a contract 
for the delivery of money at a future time, and 
each of you will find your next five months’ 
production the largest and the cleanest that you 
have ever had,” James Elton Bragg, of Phil- 
adelphia, declared in his talk entitled “I, Me, 
Myself” given before the Union Central Agency 
Convention in Los Angeles. 

“Only two things can hold us back and pre- 
vent our making the next few months the great- 
est our careers through the enthusiasm and 
ideas we have gained at this convention, and 
those two things are laziness and lack of con- 
fidence in ourselves. Laziness is a relative 
matter and it can exist only with regard to your 
action relative to your major aim. Avoiding it, 
is merely a matter of knowing where to lay 
the emphasis of our efforts. It is purely a 
problem of stimulating interest in our Own job 
and organizing our faculties.” 

Before the policy can be sold, it must be 
translated into terms of what is will do for the 
prospect. Mr. Bragg urged the assembled field 
force to sell itself on life insurance-selling in 
the same way. 

“Make a list of the things you want in the 


é S ELL yourself a program for delivery 


next five months and paste them on your mir- 
ror. Then read them every morning after you 
get up. You will find it will improve your 
salesmanship,” he declared. 

“We all have that spark of something in us 
which will lift us to do the things that we 
want to do,’ Mr. Bragg said, while talking on 
lack of confidence. He expressed his firm be- 
lief that when a man feels an urge to accom- 
plish a certain act, that very urge is evident of 
the power within him to do it. 


Trust Agreements 

(Concluded from page 19) 
the problems of some of his clients. He also 
needs to change his approach to some of his 
clients and make the approach based on a ser- 
vice to the insured which will enable him to 
organize his entire estate on an intelligent busi- 
ness basis. To do this the underwriter must 
not only know insurance trusts and the options 
of settlement thoroughly, but he must know the 
reasons for making wills and for setting up 
trusts under the wills. The underwriter must 
be a financial adviser in helping the insured to 
work out a definite plan for the organization 
of the entire estate, giving to the general estate 
as much attention as he gives to the insurance 


Z1 


estate. 

In August, 1927, at the time the Equitable 
Trust Company of New York established an 
insurance trust department, one of our vice- 
presidents made the following statement: “The 
Equitable Trust Company of New York, by the 
establishment of an insurance trust department, 
hopes as times goes on to contribute to the con- 
servation of money left by provident men and 
women for the protection of their families. We 
are not in any sense entering the field of selling 
or soliciting insurance as such. On the con- 
trary, we plan to provide a co-operating and 
co-ordinating agency to which all insurance 
companies, through their agents or underwrit- 
ers, may turn in complete confidence that they 
will receive nothing but helpful co-operation. 

Instead of waiting for the underwriter to 
come to us, we attempted to sell our service 
to the underwriter. We organized the Under- 
writers’ Advisory Council of twenty-one un- 
derwriters, elected by the underwriters who use 
our service. This council meets with the trust 
company once every month for the purpose of 
discussing the problems which arise. The mem- 
bers of this Underwriters’ Advisory Council 
are not giving their time to this work merely 
to promote the interests of one trust company, 
but they are doing this because they are in- 
terested in perfecting the co-operation which 
should exist between life underwriters and 
trust companies. 

The Underwriter and our representatives 
have available a definite planning service in the 
office of the department. 








Full Coverage — 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
ncludes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 
Write for territory to 
Agency Superintendent 
Illinois Bankers Life Association 


Monmouth, Illinois 
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THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York City 
Founded 1850 


Thomas E. Lovejoy, President 





ENJOYING A RECORD YEAR 
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CASH CAPITAL 
$2,500,000.00 


ORGANIZED 
1869 





NEW HAMPSHIRE 
FIRE INSURANCE CO. 
Manchester, N. H. 
ASSETS $16,486, 770.88 


TOTAL LIABILITIES EXCEPT CAPITAL 
5 6.760, 092.08 


POLICYHOLDERS SURPLUS 
$ 9.726,678.80 
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Prospect Service Plans 

Attractive Literature 
Clubs and Contests 
Peppy Conventions 

Health Conservation Service 


Write for “A Frank Talk on Your Future” 
Address J. J. S. Agency Dept. 





















FIRE RE-INSURANCE 


AVUNAOUUOOOLEEEUUAUONANOTAOUTTnANANNT 


Treaty and Facultative 


ST 


Re-Insurance Corporation 
of America 


60 John Street, New York, N. Y. 


President 
HORACER. WEMPLE 


Secretary 


H. D. BURROUGH 


TOTAL ASSETS $2,154,292.71 


TATETANTOTEN NATTA TINEA 


DIVISION OFFICES 


Pacific Coast Department 


114 Sansome Street 
San Francisco, California 


Western Department 


| 172 W. Jackson Boulevard 
Chicago, Illinois 















































Ten Baby Fingers— 


Their chubby! dimpled grasp holds the eager hopes and 
dearest ambitions of devoted parents. No power draws so 
mightily on human heart-strings as the tug of tiny hands. 
No selling argument appeals with half the force of this 
universal tender sentiment. 


The Peoria Life program of children’s insurance is an 
asset of inestimable value to the alert life insurance agent. 
A distinctive feature is that children of any age from birth 
are eligible. Another is the liberal schedule of protection, 
reaching the full face amount of the policy at age five. A 
flexible series of educational endowments provide funds 
for high school and college at the appropriate age, and may 
be paid in monthly installments over the educational period. 
Such policies are popular because they satisfy the longing 
of fathers for a better start in life for their children than 
they themselves enjoyed. The Peoria Life plan provides a 
convenient and certain means of meeting this desire. 


Peoria Life agents appreciate the children’s insurance 
feature. In itself it makes a substantial increase in their 
normal production. Furthermore, it yields many favorable 
contacts and opens the door to other types of business. It 
is a part of Peoria Life service that produces prosperous 
and successful agents. 


Peoria Life Insurance Co. 


Peoria, Illinois 
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Yankee Agents Confer on 
Modern Problems 


New England Associations of 
Insurance Agents Conclude 
Annual Sessions 


Education the Keynote 





Greater Knowledge, Increased Ser- 
vice to the Public and More Co- 
operation Chief Subjects 





By Loucuton T. SmiTH 

Bretton, Woops, N. H., June 11.—If those 
members of the New England Associations of 
Insurance Agents who attended the convention 
held today and yesterday at the Mount Wash- 
ington Hotel do not return to their respective 
homes inspired to become better informed about 
their business, to develop more side lines, to 
co-operate more definitely with the home offices 
and with each other and if they are not im- 
bued with an untold amount of business-getting 
information, the fault lies with themselves and 
not with the program committee. Never has a 
meeting of the New England Associations been 
better attended and never have such well se- 
lected subjects been presented nor more com- 
petent speakers called upon to lead the discus- 
sions of them. 


Chairman’s Report 

Wednesday morning opened with the first 
business. session of the convention and Chair- 
man James W. Cook read his report. Mr. Cook 
reviewed the activities of the New England Ad- 
visory Board during the past year which in- 
cluded the consideration of problems such as 
the bonding of banks by Lloyds of London, 
reductions in commisisons brought about by the 
Oil Insurance Association and business lost be- 
cause of chain stores replacing local stores. 
Mr. Cook urged that Associations do all they 
can to aid the National Association in complet- 
ing its Five-Year Development Program. He 
emphasized the importance of the State Asso- 
ciation members attending the National Asso- 
ciation meetings. He closed his report with 
comments upon the friendly relations between 
the New England advisory board and other 
insurance organizations having jurisdiction in 
Eastern territory. 
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Report of Secretary-Treasurer 
Warren S. Shaw, secretary and treasurer of 
the New England Advisory Board in his report 
stated that six of the eight men who originally 
formed that organization ten years ago were 
present today. Mr. Shaw reported the finances 
to be in very good condition. 


R. P. Devan Speaks 


R. P. Devan, president of the National Asso- 
ciation of Insurance Agents, made an address 
on “The Trend of the Times.” He reviewed 
the development of trade organizations through- 
out the country in various lines of business and 
then pointed out that the tendency of the day 
to pool interests was the key to the wonderful 
progress of business in the United States as 
compared to other countries. Mr. Devan went 
back to 1794 when the first American stock in- 
surance company was organized and then to 
1866 which marked the birth of the National 
Board of Fire Underwriters. He pointed out 
that then fire insurance was the principal source 
of premium income, whereas today the many 
side lines written by the fire companies and the 
many casualty lines of coverage offer opportu- 
nities to the present-day agent of untold vast- 
ness. He urged the agents to lay aside worry- 
ing about their troubles and to educate them- 
selves so they can go out and increase their 
volume of business. He expressed a desire to 
see his dream realized of all properly qualified 
agents operating with offices, manned with 
thoroughly trained and.competent help and 
working with full co-operation and in complete 
harmony with their home offices. 


A short discussion period was devoted to the 
consideration of the desirability of establishing 
a minimum premium of $5 on fire insurance 
policies; also whether the tendency of banks 
and investment houses to enter into the insur- 
ance company field would have a detrimental 
effect on the business or not. An interesting 
fact was brought out at this point when upon 
inquiry it was found that 80 per cent of the in- 
surance agents present were holders of stock 
in insurance companies. 

A discussion of the competition of blanket 
chain store insurance and how to meet it re- 
sulted in Walter H. Bennett, secretary of the 
National Association being called upon to de- 
cribe the function of a new board organized to 
meet this situation known as the Interstate Un- 


(Concluded on page 27) 






Michigan Standard Fire 
Policy Changed 


Companies Benefited by Some 
Changes; Policyholders 
Gain in Others 








Contestability Clause Limited 





Companies May Retain Old Forms If 
They Agree to New Interpretation 
After August 29 





LansING, Micu., July 15.—Several important 
changes are to be made soon in the Michigan 
standard fire policy as a result of the enact- 
ment by the 1929 legislature of the revised in- 
surance code. 

Approval has been given by the department 
to the altered standard form and it will become 
effective, with the new code, on August 29. 
The revisions balance each other fairly evenly, 
some favoring the assureds and others the com- 
panies. 


The department will probably not force the 
carriers to discard all of their old policy forms, 
if they have stocks on hand, providing they 
unconditionally agree to interpret their fire 
contracts in line with the new law on and after 
the effective date of the code. It is probable 
that letters from the companies to this effect - 
will be required by the department as a safe- 
guard and any disposition to take advantage of 
the obsolete contracts will bring some stringent 
action. 

Perhaps the most important change in the 
standard contract from thz standpoint of the 
companies’ advantage will be the insertion in 
the section relative to suits of the clause: 
“Provided, however, this company may not base 
a defense on any breach of the conditions of 
the policy to be performed by the insured prior 
to loss or damage, unless such breach exists at 
the time of the loss or damage, or contributed 
to the loss or damage, or to the amount there- 
of.” 

While this clause obviously limits the con- 
testability of the policy it does not limit the 
policy terms to such an extent as to render 
many of them meaningless as did the old law, 
the dangerous section of which was never for- 


(Concluded on page 25) 
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Long Island Insurance Day 
Decided Success 
Large Attendance at Affair 


Staged by Agents of Queens, 
Suffolk and Nassau Counties 





L. L. Hall Principal Speaker 





Many Company Executives Among 
Gathering Which Enjoyed Shore 
Dinner at the Tidewater 





Over 130 agents and their guests sat down 
to the shore dinner which opened “Long Island 
Insurance Day” at the Tidewater Inn, Sayville, 
L. I., on Monday, July 15. The event was 
sponsored by the local agents’ association of 
Queens, Nassau and Suffolk Counties and the 
committee in charge was composed of W. B. 
Dickinson, George A. Kuhirt and A. C. Ed- 
wards, presidents of the three county organiza- 
tions in the order named. 

Superintendent of Insurance Albert Conway, 
who was scheduled to give the principal address, 
was unable to attend as he did not arrive in 
New York from Buffalo until 11 o’clock and 
in a telegram sent from the Grand Central 
station explained that it would be physically 
impossible for him to be present at the dinner. 

L. L. Hall, secretary-treasurer of the Na- 
tional Bureau of Casualty and Surety Under- 
writers, speaking on the recently enacted Finan- 
cial Responsibility Bill, briefly but adequately 
outlined the Massachusetts Compulsory Law, 
on which he cited statistics to prove his con- 
tention that it was fallacious in theory and 
practice, the New Hampshire adaption of the 
Stone Plan and the Pennsylvania Plan, which 
Governor Fisher recently vetoed on constitu- 
tional grounds. In explaining the New York 
Financial Responsibility Bill he pointed out 
that it combined the best features of the three. 


Other personages introduced by James L. 
Brownlee, Jr., the toastmaster, were Clarence 
Axman, editor of the Eastern Underwriter, 
who talked on personalities in the British In- 
surance world; State Senator George Thomp- 
son; G. A. Blumenreiter, secretary of the Home 
Insurance Co.; G. F. Niely, assistant manager 
of the Royal; C. R. Pitcher, deputy manager 
of the Royal; Oscar Snow, Insurance Com- 
pany of North America; Frank Trainor and 
Allen Bonito of Wm. H. McGee & Co.; 
William J. Ward, secretary of the New York 
Fire Insurance Rating Organization; F. F. 
Richardson, executive committeman, suburban 
division; Fred G. Burgoyne, assistant secretary, 
Union Indemnity Co.; C. H. Doscher, field 
secretary of the National Association of In- 
surance Agents; J. J. Conaty, manager of the 
Brooklyn office of the AXtna Life Insurance 
Co.; J. W. Townsend, president of the Glen 
Cove Mutual Insurance Co.; Carl H. Green, 
secretary of the Glen Cove; Miss Florence H. 
Davis, Hugh P. Arthur and Thomas H. 
Darling. 


Horse Hazard in Stable Risks 

Several days ago, newspaper accounts related 
a serious fire in the Degen Stable Company’s 
building at No. 95 and 97 Charles Street, New 
York City. Seventy-three (73) horses located 
in the basement and on the second floor per- 
ished in this fire. 

In the book, “Fire Insurance Inspection and 
Underwriting” under stables, the attention of 
the underwriter is called to the following: It 
is important that the location and number of 
horses be fully brought out in an inspection 
report of a stable risk, also whether the stair- 
way is straight or winding: and leads directly 
to the street, or whether it may be blocked 
at night by wagons. The fire record proves 
that you may count on a total loss in almost 
all cases where the animals are above or below 
the grade floor unless the exits and run-ways 
are standard. A horse cannot be led from a 
burning building until his eyes are blind-folded. 
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Fire Insurance 


Virginia Rates Called Dis- 


criminatory 





State’s Counsel Alleges Five 
Year Test Period Shows 
Excellent Profits 





Zone Method Discussed 





Vandeventer Argues Lower Rates 
May Be Fixed Through the 
Abolition of the Five Zones 





Suppementing his contentions as set forth in 
a brief recently filed with the State Corpora- 
tion Commission of Virginia, Braden Vande- 
venter, counsel for the commonwealth in the 
rate case in that State, declares Virginia has 
been discriminated against in favor of other 
States under the present system, in that there 
has been an underwriting profit in Virginia of 
from 6 to 7 per cent annually in the five year 
test period, which ended in 1927, while the 
loss, for the country as a whole has been 2 
to 3 per cent. 

During the past year numerous _ hearings 
have been held and after evidence had been 
gathered the insurance companies filed briefs 
with the commission.. However, Mr. Vande- 
venter was allowed until July 3, this year, to 
file his brief. After the counsel’s brief was 
filed, the insurance companies were given until 
the 15th of this month to voice their exceptions 
if they so chose. 

With regards to the zone method of rate 
fixing in the State, Mr. Vandeventer stated 
that there were five zones in Virginia, namely: 
the Eastern Shore, Valley, Piedmont, South- 
west and the Virginia General—the last named 
having the highest rate and including the cities 
of Richmond, Norfolk, Petersburg, Suffolk 
and.Portsmouth. The lowest rates are on the 
Eastern Shore and in the Valley, where, Mr. 
Vandeventer charges local competition or home 
owned mutual companies have forced the other 
companies to make lower rates. The reduction 
asked for in the brief will reduce the rates 
in all of the divisions in proportion to the 
present charges, and in making the State a 
unit, through the abolition of zones, the com- 
mission would be enabled to fix rates based on 
the companies’ experience in the State at large. 
It is alleged that the companies have no ex- 
perience figures for the individual zones and 
that the method of rate making is arbitrary 
and justified by losses. 

The companies submitted a brief last month 
in which they opposed any decrease in the 
tates, attacking the constitutionality of the new 
insurance laws, they asserted, for rate making 
purposes, the commission could not consider 
earnings from the banking or investment end 
of the business. They contend that 5 per cent 
of earned premiums per year is a fair under- 
writing profit, with an additional allowance of 
3 per cent for accumulating funds for protec- 
tion against conflagrations. 
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New Lightning Rod Developed 


Added Protection for Farmers in Rod 
Which Attracts Lightning 
Away from Property 


lightning through developing the light- 

ning rod principle in a new direction is 
winning commendation from all fire prevention 
forces for James Slocum, Detroit, publisher of 
Farm Fire Protection and secretary of the 
Pioneer Reserve Mutual. 

Mr. Slocum’s idea, which is being tested out 
successfully on the farm of Clifford Embrey in 
Genessee county, is an adaptation to rural uses 
of a development utilized for some time with 
excellent results in the oil fields of California. 
It embodies the principle of attracting light- 
ning away from the property to be protected 
rather than to draw the bolts toward the prop- 
erty and then to convey them safely away by 
insulated grounding. It was worked out origi- 
nally, it appears, by F. W. Peek, Jr., a General 
Electric engineer. 

As adapted to an average farm such as that 
of Mr. Embrey, the device takes the form of a 


A N experiment in reduction of losses from 


lofty flag pole placed in the farm yard as nearly 
as possible equadistant from all buildings. A 
tower made up of four steel supports, properly 
braced, extends to a height of 36 feet, from 
which a steel pipe leads 221%4 feet higher, sur- 
mounted by a copper pipe 5 feet long and the 
regulation lightning point. The whole struc- 
ture totals 60 feet in height. A copper cable 
leads from the lightning point down through the 
pipe and is imbedded 10 feet in the ground. 

It is estimated that this lightning tower protects 
property in every direction for approximately 
three times its own height or an area including 
about 2% acres. This is usually large enough 
to include all of the buildings on an average 
farm, it is said, so that only one “rod” need be 
erected to protect the property. 

The device, for use on farms, will not be 
patented, Mr. Slocum has announced, so it is 
probable that it will be copied widely as its 
success is more definitely proved. 


25 


Educational Campaign in Iowa 





lowa Association to Co-operate With 
National Board—W. E. Mallalieu 
in Charge 


It was announced at a recent meeting of 
the Iowa fieldmen, in Des Moines, that the 
National Board of Fire Underwriters will 
shortly begin, through its public relations com- 
mittee, an educational campaign in Iowa. ° 

The plan outlined for use in Iowa, which is 
similar to those followed with excellent results 
in several other states, is very thorough in its 
scope. Following its usual policy of enlisting 
the aid of local organizations in its educational 
activities, the National Board has asked the 
Iowa Fire Prevention Association to appoint 
a committee to co-operate with them in the 
coming campaign. 

The program will be carried out under the 
supervision of W. E. Mallalieu, general man- 
ager of the National Board of Fire Under- 
writers and W. Warren Ellis, in charge of 
public relations for the Board, with the assist- 
ance of the Gale, Pietsch, Inc., advertising 
agency of New York and Chicago. 











Michigan Standard Policy 
Changes 
(Concluded from page 27) 

mally written into the standard form. That 
section, as interpreted by the supreme court in 
the case of Janet Kneeling vs. the Northern of 
New York, had provided that no breach of con- 
tract on the part of the insured voided the cov- 
erage unless the breach could be proved to have 
caused the fire. The situation, as was pointed 
out in the brief filed in behalf of the Northern 
of New York on rehearing, rendered the com- 
panies helpless against such damaging breaches 
as storage of explosives and inflammables on 
the premises without knowledge of the insurer, 
vacancy without notification, disrepair of 
sprinklers so as to make them unusable, al- 
though benefiting by the reduced rate for 
sprinklered business, and many other similar 
contingencies. The supreme court decision ad- 
mitted the validity in equity of many of these 
points taken by the defense but declared the 
matter one for the legislature to remedy and 
the remedy is now to be applied through this 
revision in the policy form. 

To remove possibility of confusion over their 
meaning, several clauses relative to voiding of 
the policy by the assured by changes in his 
status in relation to ownership of the property, 
have had added the words “when loss or dam- 
age occurs.” When the policy has been written 
on a basis allowing for other than sole owner- 
ship of the property, an increase in that interest 
will not operate to void the contract under an- 
other change. An attempt was made recently 
by one company to contest a claim on this basis 
but the effort failed in supreme court. 

Other changes in the policy as it is delivered 
to the assured are possible at about the same 
time through a revision of the rules book of 
the Michigan Inspection Bureau, it is said. 
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INTER OCEAN 
REINSURANCE 
COMPANY 


Cedar Rapids, Iowa 


Pro Rata 


“We appreciate the attitude of the Inter 
Ocean in every matter that has come up 
so far. We find that you are a delightful 
company to do business with,” 


—(From a letter recently received 
from a southern fire insurance com- 


pany.) 











REINSURANCE OF FIRE AND ALLIED LINES 


or Excess 


RICHARD LORD, President 
ROY E. CURRAY, Secretary 
KARL P. BLAISE, Ass’t. Sec’y. 
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PHOENIX 


ASSURANCE COMPANY, Ltd. 
of LONDON 


150.WILLIAM STREET NEW YORK 








147 years of successful business operation. 


DEPENDABLE 


we PHOENIX 


I INDEMNITY COMPANY 


150 WILLIAM STREET NEW YORK 
































Missouri Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31, 1927 $784,034.00 
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Hitting The Mark With 
INTER-OCEAN 


POLICIES 
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ERAL 
AGENTS 


We have some attrac- 
tive district and state 
agency contracts open 
for some good organiz- 
ers who want to de- 
velop independent busi- 
nesses for themselves. 
If you have had no ex- 
perience in organization 
work, do not apply. 


Wy GEN 


Health and Accident 
Insurance Only 
Write 


W. G. Alpaugh 
Vice-Pres. and Secy. 


INTER-OCEAN CASUALTY COMPANY 


HOME OFFICE 
CINCINNATI, OHIO 





























FREDERICK RICHARDSON, United States Manager. 


GENERAL. BUILDING - 47 & WALNUT STS, 
PHILADELPHIA 
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THE PEOPLES LIFE INSURANCE C0. 


(Illinois) 
A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Peoples Life Bldg. 
Chicago 


SEYMOUR STEDMAN, Pres. 


Home Office 





C. E. Clarke, President J. R. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR LIFE INSURANCE COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance’ Commercial and Industrial 
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Illinois — Indiana — Iowa — Kansas — Kentucky — Michigan — Minnesota 


“INDEPENDENCE FOR DEPENDENTS” 


Request details for our remunerative contracts for 


AGENCY MANAGERS 
for, Colorado, West Virginia, Illinois, Indiana, 
Pennsylvania and Ohio 


You will benefit by our special attention now to these States 


Security Life Insurance Company of America 
184 North La Salle Street, Chicago 
0. W. JOHNSON, President S. W. GOSS, Vice-President 
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gon—Pennsylvania—Tennessee — Virginia— Washington— West Virgin 























SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life | 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ‘ap- 
plied his knowledge. 


Single copy $1.00, postpaid 


Discount on quantity orders 


Send Your Order to 


THE INSURANCE FIELD CO. 


P. O. Box 617 Louisville, Ky. 
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America Fore Purchases 
Consummated 


Directors of Continental and 
Fidelity-Phenix Accept 
Niagara and F. & C. 

Stocks 


Deposit Limit July 31, 1929 








History of Parent Companies Recited 
in Chairman Sturm’s Letter to 
Stockholders 





Directors of the Continental Insurance Com- 
pany and the Fidelity-Phenix Fire Insurance 
Company, members of the “America Fore” 
group, New York, have accepted the stocks of 
the Fidelity and Casualty Company of New 
York and the Niagara Fire Insurance Com- 
pany, deposited under the option recently ar- 
ranged, it has been announced by Ernest Sturm, 
chairman of the boards. 

In a letter sent today to stockholders of the 
Fidelity and Casualty and the Niagara, which 
also owns the Maryland Fire Insurance Com- 
pany, Mr. Sturm states that the time for de- 
positing stock with the Central Hanover Bank 
and Trust Company has been extended to July 
31, 1929, for the benefit of stockholders who 
have not taken advantage of the offer, although 
over 75 per cent of each of the two issues al- 
ready have been received. 

In the future, each stockholder of the Con- 
tinental and Fidelity-Phenix companies will 
have an interest in these corporations, which 
they jointly own: the Fidelity and Casualty, 
Niagara, Maryland, American Eagle, First 
American, and the Fire Companies Building 
Corporation (80 Maiden Lane). 

Embodied in the communication to stock- 
holders are figures showing how the Continental 
and Fidelity-Phenix companies have grown 
since organization. 

The former was incorporated in 1853 with a 
capital of $500,000 which was increased in 1872 
to $1,000,000. During the past forty years, in 
addition to cash dividends ranging from 14 per 
cent to 75 per cent, a stock dividend of 100 per 
cent was declared in 1910; one of 350 per cent 
—$7,000,000—was distributed in 1916, and one 
of 50 per cent in 1927, when capital was in- 
creased to $15,000,000 and par value was re- 
duced from $25 to $10. Gross assets grew from 
22,332,787 in 1910 to $91,655,480 as of Janu- 
ary 1, 1929. 

The Fidelity-Phenix Company was formed 
in 1910 by consolidating the Fidelity Fire, or- 
ganized in 1906, and the Phenix of Brooklyn, 
which began business in 1853. Capital at the 
time of organization was $2,500,000. Gross 
assets expanded from $13,757,970 on March 1, 
1910 to $72,865,031 at the beginning of 1929, 
notwithstanding payment of cash dividends 
which increased between 1910 and 1922 from 2 
per cent to 40 per cent. 

In 1922, capitalization was advanced to $5,- 
000,000, the additional $2,500,000 being offered 
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Yankee Agents Confer on Modern 
Problems 


(Concluded from page 23) 


derwtiters Board. Mr. Bennett explained that 
this board would function as a rate maker on 
chain store risks where five or more risks were 
to be covered. An average rate would be de- 
termined and standard uniform forms adopted 
which would be available to all agents, thereby 
giving them facilities for handling this insur- 
ance to those of the large brokers. 


Resolution Adopted 

Edwin J. Cole of Fall River, Massachusetts, 
offered a resolution as follows: 

“Resolved, That it is the sense of this con- 
vention that a committee be formed consisting 
of the president and secretary of each State as- 
sociation or two key men members thereof, all 
in Eastern Underwriters Association territory, 
for the purpose of considering and studying 
matters affecting the interests of local agents 
in the Eastern Underwriters Association terri- 
tory and that this resolution be referred to the 
New England Advisory Board with power to 
act.” 

This was seconded and passed. 

“Tnsurance—Home and Abroad” was the sub- 
ject of an address by Howard P. Dunham, com- 
misioner of insurance of the State of Con- 
necticut and president of the Insurance Com- 
missioners Convention. His address was pre- 
sented in full in Tue Specrator of last week. 


A. Duncan Reid, president of the Globe In- 
demnity Company and president of the Na- 
tional Association of Casualty and Surety 
Executives, addressed the convention on “Rem- 
iniscences of a Quarter of a Century in the 
Casualty Insurance Business.’ Mr. Reid re- 
viewed the many changes in the casualty busi- 
ness during the past twenty-five years and 
traced its great development. In discussing 
present-day conditions Mr. Reid deplored the 








to stockholders at 140 per cent of par value, 
which was at the same time reduced from $100 to 
$25 a share. From 1924 to 1926 inclusive, 24 per 
cent or $6 a share was paid annually. A stock 
dividend of 100 per cent was declared in De- 
cember, 1926, when capitalization was raised to 
$10,000,000. Four dollars a share, or 16 per 
cent was paid in 1927 and in the following year 
the rate was increased to 20 per cent. In April, 
1928, the par value of Fidelity-Phenix shares 
was reduced to $10—the same as that of 
the Continental stock—to make it more con- 
venient for the company’s agents and investors 
of moderate means to purchase stock. 

On the $10 par value shares, dividends have 
since been paid at an annual rate of 20 per cent, 
or $2 a share. 

Recently, the capital stock of the Continental 
was increased by $5,000,000 to $20,000,000 and 
that of the Fidelity-Phenix was raised from 
$10,000,000 to $15,000,000 to provide for the ac- 
quisition of the Fidelity and Casualty and 
Niagara companies and for other purposes. 


practice of agents placing business in mutual 
companies, stating that if this were continued to 
the ultimate that it would mean the disintegra- 
tion of the American Agency System. He 
divided the agents into two classes. Those not 
serious in their work who depended upon friends 
and relatives for their busines and were merely 
order takers represented one class and those 
who were serious and recognized that the cas- 
ualty and surety business was making rapid 
strides and offered them something worth while 
to sell represented the other class. “The Ser- 
vice-Giving Agent is entitled to his hire,” stated 
Mr. Reid in urging every agent to know more 
about his business than the other fellow. 


Thursday's Session 

Thursday’s session opened with discussions on 
merit rating in automobile liability insurance, 
there being a wide difference of opinion as to 
its advisability. 

A most able and scholarly address was made 
by Albert Dodge, president of the New York 
State Association of Local Agents. His subject 
was “State Association Service, Inc.” This is 
an organization established by the New York 
Association in order to finance installment pay- 
ments of automobile insurance premiums, there- 
by offering agents of companies not accepting 
such payments the same opportunities to write 
insurance on this plan as is offered to agents 
of companies that do. Mr. Dodge’s address 
will be printed in full in THe Spectator of 
next week. 

Walter H. Bennett, secretary of the Na- 
tional Association of Insurance Agents, sounded 
the keynote of the Convention when he urged 
the agents to cement more thoroughly their as- 
sociation affiliations and to educate themselves 
and study their business in order for them to 
successfully survive when the real test comes. 

Mr. Bennett discussed the present-day big 
business such as bank mergers, insurance com- 
pany purchases and sales and big financial in- 
stitutions being interested in insurance compa- 
nies. He stated that never were there such op- 
portunities for success provided the agents prop- 
erly equipped themselves at the same time 
strengthening their affiliations with each other 
through their State and national associations. 

Alexander H. Abott, pastor of the United 
Congregational Church of Norwich, Conn., 
stated that he had listened to the proceedings 
of this convention but found that the problems, 
fears, hopes and ambitions of the agents were 
the same as those of others in all other walks 
of life. He said every group of people were 
divided into four classifications—those who 
originated ideas, those who verified them, those 
who inteligently accepted them and those who 
took them for granted. He urged the agents to 
gradually work themselves out of the “taken 
for granted” class into the first or “originator” 
class. 
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Club House Administration Building 


Agents and Brokers--- 


Let Us Hear From You 
















Power Plant Print Shop Garage 


Today and Tomorrow 


One of the main functions of the officers and department heads of this Company is the 
giving of intelligent and experienced advice about your problems, 
whenever requested 


Further, we are always ready to help you in the formation of plans for future progress 
and expansion 


Maryland Casualty Com pany 


Baltimore 


Our Service Station Is Always Open 
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Do You Contemplate 
Making a Change? 


If you do you will want the best value 
obtainable to offer your prospects. Our 
new Universal Policy is a winner. Nine 
Policies in One. We believe it to be the 
most liberal and easiest sold policy form 
on the market today. 


Pays face of policy, plus all accumula- 
tions on Endowment or Limited Pay 
forms in case of death before maturity. 
No medical examination or loss of basic 
rate if changed back to Whole Life form. 


A profitable contract is available to men 
capable of appointing agents and manag- 
ing a territory. For further information 
address 


ADDRESS AGENCY DEPARTMENT 


National Life Company 


PYANNIVERSARY 
e 1929 3, 


A mutual legal reserve company 


Home Office: Des Moines, Iowa 


























CASUALTY SURETY 





GUARDIAN DICASUALTY 


ComMPany 


of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assureds 
participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. 


i - oH 
os a tt! 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS : 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 
Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 

VERMONT OHIO 

RHODE ISLAND CONNECTICUT 
PENNSYLVANIA MISSISSIPPI 
MASSACHUSETTS LOUISIANA 

DELAWARE ILLINOIS 

MARYLAND VIRGINIA 


NEW JERSEY INDIANA 



















THE SPECTATOR 
July 18, 1929 


doe 
the 
acc 
of | 
Rat 
thir 
noti 
Art 
"] 
the 
time 
is e 
the ; 
meet 
decic 
of tl 
is c 
whic 
and» 
the 
was 
stock 
the 
choo: 
were 
whic! 
their 
“N 
non-s 
carrie 
the j 
mitte 
it wa: 
consti 
their 
matte 
a stor 


THE 
July 











Resigns From California 
Inspection Bureau 





State Compensation Insurance 
Fund Resignation to Be Con- 
sidered at Session Today 


Have Been Dissatisfied 
Manager Frank J. Creede Intimates 
Stock Carriers Through Majority 
Are Monarchs of Bureau 





San Francisco, Catir.—The State Compen- 
sation Insurance Fund has resigned from the 
California Inspection Rating Bureau. The 
Fund caims that the Bureau is dominated and 
controlled by stock carriers. A special meeting 
of the board will consider the resignation on 
July 18. Frank J. Creede, manager of the 
Fund, in his letter of withdrawal expresses 
dissatisfaction with the conduct of the Bureau 
and intimates that stock carriers through their 
numerical majority rule the Bureau. 

The letter follows in part: 


“The State Compensation Insurance Fund 
does hereby withdraw from membership in 
the California Inspection Rating Bureau, in 
accordance with the provisions of Article 15 
of the constitution of the California Inspection 
Rating Bureau, said withdrawal to take effect 
thirty days after the Bureau receives this 
notice, in accordance with the provisions of 
Article 15. 

“For some time we have been disatisfied with 
the organization of the Bureau. At the present 
time the control and management of the Bureau 
is entirely in the hands of stock carriers. By 
the simple expedient of calling a general Bureau 
meeting, the stock carriers may at any time 
decide any question of importance, irrespective 
of the wishes of other Bureau members. This 
is contrary to the fundamental principle upon 
which the California Inspection Rating Bureau 
and similar organizations are organized. When 
the Bureau was first organized, an attempt 
was made to maintain an equal balance between 
stock and non-stock carriers. However, even 
the non-stock carriers were not allowed to 
choose their own committee members as they 
were chosen by the majority vote of the Bureau, 
which meant by the stock carriers in view of 
their large numerical majority. 

“Not satisfied with their right to name the 
non-stock members of the committee, the stock 
carriers elected a participating stock carrier to 
the important classification and rating com- 
mittee as a non-stock representative. Of course, 
it was necessary for them to amend the Bureau 
constitution before they did that, but with 
their numerical majority, this was a simple 
matter. It is beside the point to argue that 
a stock participating carrier should be classed 
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Aviation Boon to Insurance 





Company Signs Contract on Which It 
Will Base Time Sales Financing 
of Airplanes 

The Commercial Investment Trust Corpora- 
tion has signed an aviation insurance contract 
to be used as the basis of its time sales 
financing in the aviation field, it was announced 
recently through the organizations subsidiary, 
The Commercial Investment Trust, Inc. 

This foward stride in the stabilization of 
aviation insurance comes as a result of an 
extensive study of the hazards of the aviation 
industry and was developed in co-operation 
with two old line insurance companies. The 
announcement has been heartily received not 
only by financing companies but by individuals 
and air line operators who purchase planes on 
the time payment plan. It enables the aviation 
industry to make application of soundly financed 
time sales as a means of strengthening its 
market along the same lines followed by the 
automobile industry. 


Standard Surety Licensed 

Vice-President Charles E. Heath of the 
Standard Surety and Casualty Company, New 
York, this morning announced that his com- 
pany has received its license to transact casualty 
and surety lines of business in Oklahoma. This 
makes 29 States in which the organization is 
licensed. 








with the non-stock carriers merely because it 
returns a portion of its profits to its policy- 
holders. * * * 

“It so happened that the stock participating 
carrier elected to membership is represented 
by Victor Montgomery. In fairness to Mr. 
Montgomery, I want to say that the Fund is 
not objecting to Mr. Montgomery personally. By 
virtue of his long experience in the compensa- 
tion field, and his unusual personal qualifica- 
tions, he is an ornament to the committee and 
an asset to the Bureau. We have the highest 
regard for him personally and for the integrity 
of his decisions. We do feel that the Bureau 
membership would be hard put to find at any 
time a man better qualified to serve on the 
classification and rating committee, but we feel 
that he should represent the stock carriers and 
not the non-stock carriers. The objection is 
one of principle, and not in any way personal. 

“We have been dissatisfied in other ways 
with the Bureau as now conducted, but as we 
believe the other causes of dissatisfaction would 
not exist if it were not for the fact that the 
control of the Bureau is now entirely in the 
hands of the stock carriers, nothing could be 
gained by outlining them in detail.” 





Companies Bemoan Taxi 
Rate Reductions 


State Superintendent May Re- 
scind Order After 1929 
Statistics Are Read 


Will Make Decision Sept. 1 





New York Insurance Firms Say That 
Traffic Hazards Are Much Greater 
This Year Than in 1928 





Traffic hazards and taxicab accidents have 
so increased in New York City so far this 
year that a proposed reduction in taxi insur- 
ance rates based on 1929 experience statistics 
has been temporarily suspended pending the 
compilation of 1929 accident data, by the State 
Department. 

The rates which were lowered by a recent 
order of State Superintendent of Insurance 
Albert Conway, were to become effective July 
1 and should the 1929 statistics indicate that 
the reduction was warranted, insurance com- 
panies will refund the difference to owners of 
one taxicab, the only class of owner effected. 
Insurance companies are holding funds for 
reductions in escrow. 

The State Department’s call for 1928 ex- 
perience statistics on which basis the owner- 
driver taxi rates were reduced and the fleet 
rates increased, was made at the behest of 
insurance companies who had requested an 
increase in fleet rates. The reduction in owner- 
driver rates came when Superintendent Con- 
way found the aggregate of both the single 
and fleet rates adequate for the Insurance Com- 
panies. In other words, when he increased 
the heretofore adequate aggregate by increas- 
the aggregate or total the same he would reduce 
ing the fleet rates, he felt that in order to keep 
the owner-driver rates. 

The increase to $40 per month for fleet 
taxicabs became effective May 1, 1929 and is 
now in effect. The rate for owner-driver 
taxis is now $30. The proposed reduction will 
bring this down to $27 per month. 

In a survey of statistics compiled from data 
obtained in various New York surety companies, 
the indication is that Superintendent Conway 
will rescind his previous order for the pro- 
posed reduction. Up until today no 1929 statis- 
tics had been compiled. 
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THIS NEW BOOK 


What About Accident 
and Health 


Insurance? 





Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportunity it offers salesmen? Can you sell 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 
book by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
book and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 
Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Rates in Qualifying Bonds 
Are Found Discriminating 
Towner Rating Bureau System 
Must Be Altered, State Depart- 
ment Ruling Demands 





Travelers Company Comblains 





Bureau Did Not Base Tax on Degree 
of Hazard and Unfair Discrimi- 
nation Results, Says Conway 





The fallacy of the Towner Rating Bureau’s 
system in rating the insurance carriers’ qualli- 
fying bonds for companies of other States 
engaged in writing workmen’s compensation in- 
surance in New York State has been found 
in a survey made recently by the insurance 
department and orders have been issued for 
the removal of the Bureau’s rate discrimination. 

Under the Towner system the rate is not 
based on the degree of hazard to which the 
surety companies are exposed, and an unfair 
discrimination between risks of essentially the 
same hazards results, the department says. 

The action of the State department came 
as a result of a complaint filed June 25, 1929, 
by the Travelers Insurance Company and the 
change in rates will become effective imme- 
diately. Heretofore the Towner Bureau had 
set the rate on the basis of $2.50 per one 
thousand dollars on premiums. The new rate 
will be based on twenty-five per cent of the 
loss reserve with a minimum of $25,000 and 
a maximum of one million dollars. 

Inasmuch as the premium bears no direct re- 
lation to the loss reserves and since the loss 
reserves measures the liability of the company, 
the charge for bonds on the basis of premiums 
is inequitable, the insurance department ruled. 

The quallifying bonds are required in New 
York State as a result of a recommendation 
of the Industrial Survey Commission which 
was made following the failure of the Manu- 
facturers Liability Insurance Company of New 
Jersey. The legislation embodied in the recom- 
mendation of the commission was passed in 
the last session of the State legislature. 

The bonds guarantee that compensation due 
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Accident Insurance Booms 





Net Premiums of Last Year Show an 
Increase of More. Than Thirteen 
Per Cent Over 1927 


Accidents are increasing throughout the 
United States at such an alarming rate that the 
public is rapidly fortifying itself with insurance 
to cover bodily injury.’ This is borne out by 
accident insurance figures just revealed. Net 
premiums amounting to $80,875,292 were paid 
in the last year to stock casualty and mutual 
casualty insurance companies, or an increase 
of 13.3 per cent over 1927, when premiums 
amounted to $71,368,399, according to a survey 
by the Americana Corporation, publishers of 
the Encyclopedia Americana. The losses paid 
in 1928 showed an even greater gain, 14.4 per 
cent, or from $35,339,181 in 1927 to $38,145,650 
last year. These figures do not include the 
business transacted by mutual insurance com- 
panies, which carry both accident and health 
insurance. 


Consolidated Indemnity Opens New- 
ark Office for New Jersey Business 


The Consolidated Indemnity and Insurance 
Company, New York, through Executive Vice- 
President Rolland R. Rasquin, announced the 
opening of its New Jersey office, in the Military 
Park building, 60 Park Place, Newark, New 
Jersey. B. Victor Cranston has been appointed 
resident vice-president and State manager. 

Milton Fuerst, formerly assistant manager 
of the guarantee note and conversion bond 
department has been assigned to the New Jersey 
office as cashier and custodian. 








the injured employees of this State assumed 
by these other States companies will be paid 
when due. Under the Towner system a com- 
pany which had transacted a large compensa- 
tion business in the past and then reduced its 
writings would pay but a small premium for 
the guarantee of outstanding liabilities running 
into the millions. This phase was also pro- 
nounced in companies which had been active 
in compensation for a long period and therefore 
had a larger outstanding claim obligation than 
would the newer companies in the compensation 
business. 

Thus under the Towner Rating Bureau sys- 
tem another State company writing $3,021,000 
compensation premiums with a loss reserve of 
$2,339,000 was charged a premium of $7,553, 
whereas another company writing $3,720,000 in 
premiums with a loss reserve of $5,019,000 
was only charged $9,301 for the guarantee, 
although the obligation assumed by the surety 
was more than twice the amount assumed in 
the first instance. Superintendent Conway has 
issued the following order to the rating bureau: 

“The Towner Rating Bureau is hereby or- 
dered to remove such discrimination without 
increasing the rates of any risk or class of 
risk unless it is shown to my satisfaction that 
such increase is justifiable.” 
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Turner Chicago .Arbitrator 





Appointed by Surety and Casualty 

Conferences on Acquisition and 

Field Supervision Cost 

Cuicaco, Inz., July 17.—Appointment of 
George Edgar Turner, formerly general coun- 
sel for the Casualty Information Clearing 
House, as Chicago arbitrator for both fidel- 
ity, surety and casualty insurance, has been an- 
nounced. Mr. Turner has been chosen for this 
post by the conferences on acquisition and field 
supervision cost for both divisions of insurance 
and he will represent the national agency com- 
mittees here. He completed final arrangements 
in New York last week. 

He will make the investigations and his rec- 
ommendations will go directly to the two com- 
mittees which will have final jurisdiction in the 
settlement of any differences. 


Metropolitan Casualty Moves 
The home office of the Metropolitan Casu- 
alty Insurance Company has been moved from 
55 Fifth avenue, New York, to 8 Park Place, 
Newark, N. J., the home office of the Firemen’s 
Insurance Company, by whom they were pur- 
chased last year. 


Policyholders Held Liable 

St. Louis, Mo., July 12—The 18,000 
Missouri policyholders of the defunct Federal 
Automobile Insurance Association of Indian- 
apolis, a reciprocal concern, must pay $250,000 
as a special assessment to the circuit court in 
St. Louis, Judge Sale ruled today. The recip- 
rocal owes $1,200,000 in unpaid claims. The 
policyholders must pay an assessment equal to 
their premiums for 1924 to 1929 inclusive. If 
this levy is not sufficient to wipe out the com- 
pany deficit others will be placed against solvent 
policyholders. 











Able and conscientious 
agents whose aim is to build 
a lasting business appreciate 
the customer-satisfying serv- 
ice of the 
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“This is one of the most impressive books on 
salesmanship I. have he read. Human, fresh, 






“Mr. Rogge tells nothing but facts in his little |} 
book. If one will actually analyze the things 
he says, it is easy to understand the reasons for 









crammed with ideas so sound and 
Socomaaiee that insurance salesmen everywhere ati 
should a 2 them, apply them, and double their 
K. A. Luther, Vice-President Aetna 
e Insurance Company. 








$1,000,000 A MONTH! 


C. P. Rogge has been writing over a million of 
life insurance a month. Another salesman after 
a thirty-five minute talk with Mr. Rogge 
wrote $840,000 in less than six weeks. This 
talk Mr. Rogge has put in a book entitled 


Ir S$ ALL $0 EASY 


—when you know how 





Mr. Rogge’s great success.”—Gerald A. Eubank, 
Manager Life Insurance Department, Johnson 
& Higgins. 

















What general agent or company 
official can fail to put this book 


into the hands of every one of his 


agents, when such results are pos- 
sible? 


Here is modern salesmanship 1935 
model—hot off the griddle. 
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“Here is a book which for brevity, clarity and punch 





BE THE FIRST TO SERVE YOUR AGENTS 





Price, per copy $1.50; per dozen copies, $16.20; per hundred 
copies, $120; per thousand copies $750 


THE SPECTATOR COMPANY 


243 WEST 39TH STREET 
NEW YORK 











“Some people write a book based on one idea. 





may never be equalled. It hits the spot and 
supplies a real need to all life insurance agents— << 
to know when to stop talking.”—George Miller, 
Insurance Editor, New York Evening Post. 














abi But this short book fairly bubbles over withideas.” 
—Clarence Axman, Editor “The Eastern Under- 
writer.”’ 
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Fear for Michigan Compensation Lines 
Allege State Highway Department Moves to Turn Over 
County Workers’ Recompense to State Accident 
Fund by Refusal to Pay Insurance Rates 


LANSING, Micu., July 17.—The alleged action 
of the State Highway Department, through its 
business manager, Frank D. Fitzgerald, in 
bringing pressure to bear on the county road 
commissions with the apparent intent of forcing 
them to turn over their workmen’s compen- 
sation business to the State Accident Fund is 
creating considerable comment among Michigan 
insurance men, according to a news dispatch 
received at the New York office of THE SpEc- 
TATOR today. 

It is said that the means ultilized to obtain 
the compensation lines on the county road 
maintenance crews for the State fund consists 
of a refusal to pay out more than the tSate 
fund’s rates in reimbursing the counties for 
their compensation insurance expense. It is 
further claimed that agents in the various 
counties have been wrongly classifying the 
business in distributing it to the stock carriers 
and that the rates paid in some cases have been 
considerably above the conference schedule. 
The letters, to the road commissions of the 
counties, read as follows: 

“A check of our maintenance reports shows 
that in the matter of compensation insurance, 
maintenance work is often incorrectly classi- 
fied. There is a wide variance in the rates 
being paid by the various counties—ranging 
from $1.75 to $3.67, due, presumably, to im- 
proper classification. 


Would Not Pay Company Rate 

“The State Accident Fund, Lansing, places 
this work in classification known as No. 5500 
and writes the insurance at $1.73 per hundred 
and in 1928 paid a dividend of 10 per cent, 
making the net premium for that year $1.56. 

“We are advised that the present conference 
rate for this classification is $2.26. The State 
Accident Fund, we are advised, will remain at 
$1.73.*** 

“We feel we would not pay a rate in excess 
of the rate charged by the State Accident, 
which is as above stated, $1.73 less whatever 
dividend may ‘be paid. We, of course, are -not 
interested in the matter from whom you pur- 
chased your insurance nor the rate you pay as 
long as you don’t ask for reimbursement in 
excess of the $1.73 rate. If you have not 
purchased your insurance you can arrange 1o 
purchase it at the rate of $1.73. If you have 
purchased it you can in all probablity have the 
tate adjusted and charge us accordingly. 

“The matter of securing compensation in- 
Surance under the proper classification and at 
the lowest possible rate is to our mutual ad- 
vantage, therefore we feel obliged to advise 
at this time that, beginning July 1, 1929, we 
will not pay for compensation insurance at a 
rate in excess of $1.73. * * *” 

The agents fear that the letters to the va- 
tious counties will result in a considerable loss 
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of business as the county road commissions 
will not want to assume the responsibility of' 
incurring any additional premium expense which 
the individual counties would be forced to bear 
if the rate exceeded that of the State fund. 
It is improbable that the companies would make 
a concession to hold the business so it appears 
probable that the agents and carriers both must 
resign themselves to turning over the lines to 
their State-owned competitor. 


Are Fearful of Precedent 


Insurance forces are fearful of. the precedent 
thus being set by the highway department as 
they foresee further tampering with private 
business in behalf of the subsidized carrier. 
They realize, they say, that the live business 
man perceives the alleged fallacy in the claimed 
lower compensation rates and places almost 
none of his compensation business with the 
accident fund. But the possibilities for exerting 
pressure upon public and quasi-public officials 
to force any business they may control into 
the State fund are believed to be fairly numer- 
ous in view of the wide scope of State activi- 
ties. If there were any actual advantage to 
be obtained from the accident fund it would 
be carrying the bulk of the business provided 
by Michigan’s huge industries, it is pointed 
out, but the superior service given by the 
companies has retained virtually all of these 
lines, the accident fund’s volume having grown 
very slowly since its establishment when the 
compensation laws were first enacted. 
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Standard Surety Appointments 

Superintendent of Agencies Stanley Maynard, 
of the Standard Surety and Casualty Company, 
New York, this morning announced that the 
G. H. Steelman Agency of Atlantic City, N. J., 
has been appointed the company’s general surety 
representatives in that area. Companies which 
will represent the Standard Surety in casualty 
and surety lines in Indiana are Clark Invest- 
ment Company, Indianapolis; Reynolds In- 
surance Agency, Martinsville and Charles E. 
Cromwell, Frankfort. Edward J. Walsh has 
been appointed regional casualty agent in Car- 
teret, N. J. 


12,000 Auto Fatalities in 1929 


During the first half of this year more than 
12,000 persons have been killed in automobile 
accidents in this country, which is practically 
the same number reported last year, according 
to figures received from State directors of vital 
statistics and motor vehicle commissioners. 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
Phenix Fire] United States Fire National Fire of 
Hartford 
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Consulting Actuary 
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PRODUCING PERMANENT | 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwr ‘ters 
This valuable new salesmanship book is 
divided into two parts, one designed expecially 
for inexperienced life insurance solicii>rs, and 
the other for experienced life unde writers. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT 


Intelligent Prospect- Closing the Transac- 
ing tion 


Common Sense Ap- Selling Insurarce to 
proach Women 

Meeting Objections Nailing Lapses at 
with a Smile Their Sourca 


Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 
Sotsing a Definite Ideas Off the Beaten 


oa! at 
Keeping Old Con- Programming Insur- 
tracts Bright ance 
Cracking Some Hard Newer Plans of Pro- 
uts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 














sets forth many proved plans and _business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 








Price, $2 
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Flatiron Building 
DENVER, COLORADO 

















Liability of Automobile Users 
for Personal Injury 
By Clayton G. Hale | 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 
Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
Ss ° ...88 mF 30.00 | 
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Phoenix Indemnity Has Unique Plan 


“Tailor Made” Insurance Policies Designed 
Especially for “Butcher, Baker 
and Candle-Stick Maker” 


Custom-made insurance is now being sold 
by the Phoenix Indemnity Company, New 
York, to the butcher, the baker and the candle 
stick maker. The “Banker,” “Executive,” 
“Capitalist,” and “Craftsman,” by name if you 
please, are also included in the organization’s 
group of seven new accident policies. 

The idea of these individual policies for men 
in all walks of life has, according to its author, 
Stuart Duffield, superintendent of the accident 
and health department of the Phoenix, been 
sold to every officer of the company and they 
are confident that it will insure a profit in the 
accident insurance line. 


The first policy in the group of six has been 
named the “Producer.” It is an income acci- 
dent policy and bears the name because it has 
been cut to fit the “producer” of a family. 
The “Executive” is a special coat of protection 
for the business executive or future executive 
and carries a double indemnity clause. 

The “Merchant” has been designed especially 
for tradesmen. It covers against accidental 
bodily injuries and has a broad insuring clause. 
This policy pays double indemnity for private 
automobile accidents and in the case of special 
accidents the main benefits will be doubled. 

Protection against felonious assault, with 
intent to rob, when committed within banking 
premises, or when the insured is engaged in 
official banking business, is afforded in the 
“Banker.” It is for all the higher classification 
risks. 

The “Capitalist,” said to be an excellent 
policy for the man who lives on his income, 
pays from one thousand to five thousand if 
the insured is injured in an ordinary accident 
while in the special accidents it pays from two 
thousand to ten thousand. 


“The protection offered in the ‘Craftsman’ 
form is especially well adapted for men prac- 
ticing a trade,” Mr. Duffield declared. 


The “Professional Man” policy has wonder- 
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ful possibilities among professional men, the 
company officials believe. 

Another policy displayed in the same agents 
folder which the Phoenix has just issued is 
the Sensible Health Policy. It is issued to 
persons of from 18 years to 55 years and 
carries a provision for lump sum payments fol- 
lowing 52 weeks of total disability. 

Besides the important announcement of the 
issuance of these eight policies, the Phoenix 
Company has affected a complete change in 
the personnel of the organization, with a staff 
of accident insurance specialists. 

The company has not and at the present 
time does not contemplate issuing the limited 
accident policies, according to Mr. Duffield. 


Montana Commissioner Sets 
Rules for Policy Forms 





Accident and Illness Insurance Are 

Covered in Statement Issued to 

Clarify Department’s Stand 

Policy forms covering accident and illness 
insurance in the State of Montana will here- 
after be governed by a set of strict rules re- 
cently announced by State Commissioner of 
Insurance George P. Porter, according to an 
announcement received here today. 

Commissioner Porter’s ruling follows: 

“That any and all periods of elimination 
must be set in bold-faced type, on both the 
filing back and on the face of the policy and 
clearly show the definite days eliminated. Any 
unusual restrictions, especially those limiting the 
period indemnity will be paid, must be em- 
phasized by the use of bold-face type or red 
ink and must be in the same or paragraph 
following the benefits offered. 

“Names given policy forms must be appro- 
priate and accurate. ‘Full Coverage,’ ‘Complete 
Protection’ and simllar names cannot be used 
on a policy form that is restricted to cover 
only certain accidents and specific illnesses. 

“This department has detined non-cancellable 
to mean that the policy cannot be cancelled or 
terminated by the company, other than by the 
assured reaching a certain age, as long as the 
payment of premium is made. This prohibits 
policies written to terminate when certain in- 
demnities have been paid from being named 
and labelled non-cancellable, unless the word 
‘non-cancellable’ is immediately followed by a 
clause printed in similar type showing what 
payments terminate the policy. The clause 
mentioned must appear on both the filing back 
and on the face of the policy.” 

Commissioner Porter issued this mandate sub- 
sequent to his “read-your-policy” campaign. 
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Standard Accident Has Elabor- 
ate Exhibit 


C. E. Rickerd Displays Various 
Advertising Services of His De- 
partment, at New England 
Agents Meeting 

A very interesting feature of the convention 
of the New England Associations of Insurance 
Agents at Bretton Woods, New Hampshire, 
last week, was the exhibit of the Standard 
Accident Insurance Company, which was set up 
by, and under the supervision of, Mr. C. E. 
Rickerd, advertising manager of that company, 
who is also president of the Insurance Ad- 
vertising Conference. 

The exhibit included over a dozen panels, 
upon each of which were displayed samples 
of model sales letters, advertising blotters, leaf- 
lets, newspaper advertising service, letterheads 
and other valuable sales helps on all forms of 
casualty insurance coverage for the use of 
the agents of the Standard Accident Insurance 
Company. Photographs of the advertising de- 
partment, art department, print shop, mailing 
department and shipping department, were also 
displayed, giving a very comprehensive demon- 
stration of the advertising service offered to 
the agents of this company. 

Some Standard Accident golf balls were 
distributed by Mr. Rickerd to three out of 
several members of the convention who had 
registered their names for this purpose. The 
winners of these prizes were as follows: Ist 
prize—Don McPherson; 2nd prize—W. P. 
McPherson; 3rd prize—Fred R. Smith. 

Clarence M. Leith, manager for New Eng- 
land, F. J. England, special agent for New 
England and Charles L. Pratt, executive rep- 
resentative from the home office, also were 
present. 





Equitable Casualty Appoints 
President John L. Mee of the Equitable 
Casualty and Surety Company, New York, has 
announced the appointment of the Federal In- 
surance Service Company as general agent with 
headquarters at 109 South Main street, Akron, 
Ohio. 


Federal Surety Licensed in Jersey 

Vice-President Edward T. Shipman of the 
Federal Surety Company, Iowa, has announced 
that his company has been licensed to transact 
business in the State of New Jersey. This 
is the fourth State in the Eastern department 
territory of which Mr. Shipman is manager, 
in which the company has been licensed, the 
others being, New York, Maine and Maryland. 
Applications are pending in the remaining New 
England States and Pennsylvania and Delaware. 
Mr. Shipman recently announced that his com- 
pany has adopted the policy of developing the 
Eastern territory on the general agency plan. 








Failure to give right of way is the cause of 
every third automobile accident in Baltimore, 
reports show. 
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149 Broadway 
New York 
Barclay 4815 





AN UNDER VALUED 
INS. CO. STOCK 


Our recent analysis of a well known 
insurance company stock shows earn- 
ings per share of 16% on its present 


Write for Circular S-9 


ARTHUR ATKINS & CO. 


We believe this to be an under-valued 
stock on this basis and recommend its 


An analysis will be sent upon request. 
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HARTFORD STOCKS 
Aetna Casualty and Surety 


Conning & Co., Hartford............ 1870 1920 

Lewis & Co., Hartford.............. 1860 1900 
Aetna Fire Insurance 

Conning & Co., Hartford............ 770 780 

Lewis & Co., Hartford.............. 750 760 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 1285 1295 

Lewis & Co., Hartford: ; ....... cee 1300 1310 
Automobile Insurance 

Conning & Co., Hartford............ 550 580 

Lewis & Co., Martiogd..... 02.2 cssee 570 580 
Conn. General Life 

Conning & Co., Hartford............ 2256 es 

Lewis & Co., Hartford.............. 2275 2325 
Hartford Fire 

Conning & Co., Hartford............ 1035 1050 
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Hartford Steam Boiler 
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Lewis & Co., Hartford.............- 790 810 


National Fire 
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Lewis &-Co., Hartiogd.-. 2... ese 990 1000 
‘Travelers Insurance 


Conning & Co., Hartford............ 1950 1965 
Lewis & Co., Hartland. <5 o..6 ce one's 1959 1960 


Travelers Casualty Changes 





Harold A. McKay of Rochester: Is 


Made Agency Superintendent at 
Home Office in Hartford 

Harold A. McKay, who has been connected 
with the Travelers Insurance Company for the 
last ten years, and has been manager, casualty 
lines, at Rochester, N. Y., since 1928, will be- 
come an agency assistant at the home office 
of the company on September 1. 

Kenneth R. Webb has been appointed man- 
ager, casualty lines, of the company’s branch 
office at Omaha, Neb. In taking up his duties 
in that city Mr. Webb returns to the territory 
where he first began his service with the 
Travelers. 

Dean M. Parker, assistant manager, casualty 
lines, at Oakland, Calif., has been named man- 
ager at Denver, succeeding Mr. Webb. Mr. 
Parker came with the Travelers in Januarv, 
1920. 

George A. Voth, who was manager, casualty 
lines, at Omaha, Neb., prior to the appointment 
of Mr. Webb to that position, has been made 
manager at Des Moines, Iowa. Mr. Voth 
has been with the company since 1924, first 
serving as a field assistant at Oklahoma City. 


G. H. Frank Director of Mayflower 
Companies 

Gilbert H. Frank, of Newport, Pa., was 
recently elected to directorate of the May- 
flower Fire & Marine Insurance and the May- 
flower Fidelity & Casualty Companies of 
Newark. 

Mr. Frank is a director and cashier of the 
First National Bank of Newport, and is also 
connected with several financial, utility and in- 
dustrial enterprises in central Pennsylvania. 


Insurance Field Changes 
John E. Puckette, since last October associate 
editor of The Insurance Field at the New York 
office, is being transferred to Louisville as news 
editor. John M. Francis has been appointed as- 
sociate editor at New York and has already as- 
sumed his new duties. 
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Casualty-Surety Convention 





1929 Meet to Be Held Jointly by 
International Ass’n Underwriters 
and National Ass’n, Brokers 

With detail arrangements already completed 
for the 1929 annual convention of the Interna- 
tional Association Casualty and Surety Under- 
writers and the National Association Casualty 
and Surety Brokers, arrangements for special 
convention speakers and entertainment programs 
are rapidly ‘nearing completion. The conven- 
tion, which is to be, held jointly by both organi- 
zations, will be held in White Sulphur Springs, 
W. Va., October 1, 2 and 3. 

Chairman C. W. Olson, Jr., of the joint 
transportation committee has issued reduced 
railroad rate certificates for delegates and their 
friends, in addition to special hotel rates. Mem- 
bers of the committee headed by Mr. Olson are: 
G. Arthur Howell, Atlanta; Edward J. Bond, 
Jr., Baltimore; Lee McGriff, Birmingham; 
Jas. H. Carney, Boston; Dorr C. Price, Chi- 
cago; C. W. Olson, Chicago; Jas: R. Millikan, 
Cincinnati; W. G. Wilson, Cleveland; R. W. 
Smith, Denver; Frank A. Ungles, Des Moines ; 
E. J. Schofield, Detroit ; Clarence Daly, Denver ; 
R. A. Foster, Indianapolis; B. W. McCluer, 
Kansas City; Gordon H. Campbell, Little Rock; 
E. J. Westlake, Minneapolis; W. Irving Moss, 
New Orleans; F. Robertson Jones, New York 
City; Wallace M. Reid, Pittsburgh; Frank T. 
Hunter, Seattle; J. F. Hickey, St. Louis; Phil 
Braniff, Tulsa. 


Auto Thefts in Baltimore Show 
Decrease 

Headquarters’ detectives assigned to auto- 
mobile thefts in the city of Baltimore, in their 
report for the first six months of this year 
state that of the 1316 machines reported stolen 
since January 1 the police have recovered all 
but 47, as against 1371 stolen and 1322 re- 
covered in 1928. They also stated that of all 
the cars reported stolen, approximately 92 per 
cent were taken by “joy riders” and found aban- 
doned a few hours after their disappearance. 


Century Indemnity Change 
Hartrorp, Conn., July 16—Victor A. Mac- 
Donald, who has been superintendent of the 
fidelity and surety department in the Chicago 
branch office of the Century Indemnity Com- 
pany, has been transferred to the agency de- 
partment and assigned to the development of 
Michigan and northern Indiana. His head- 

quarters are in the Chicago branch office. 


Consolidated Opens N. C. Office 

The Consolidated Indemnity and Insurance 
Company, New York, recently announced the 
opening of its branch office in Greensboro, N. 
C., with S. H. Story, resident vice-president 
and general manager in charge. 

Mr. Story has a staff of well-trained em- 
ployees, one of his associates being W. F. 
Vaughan, deputy comptroller of South Atlan- 
tic office. 
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“The Appeal of Value Knows no Boundary, 
and Quality Speaks a Universal Tongue.” 





NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


Boston, Mass. 


Chartered 1835 











EXPANSION 


This is the keyword 
in the program of development 


of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to 
throw in their lot with a strong growing company, 


will find that 
“Honestly, It’s the Best Policy.” 


ATLANTIC 


























INTERSTATE LIFE & ACCIDENT CO. 
JOS. W. JOHNSON, M. D., President 
LIFE, HEALTH, and ACCIDENT INSURANCE 


FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 


Home Office 
Chattanooga, Tennessee 
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FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 


Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 














The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 


independence Square Philadelphia, Pa. 
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“Co-operators” 


Quick service, fair dealings, personal attention, active help 
in the territory and close, harmonious team-work between 
Fome Office, Agent and Client have earned for this company 
the title of the “Company of Co-operation,” and its agents 
“Co-operators.” You will be agreeably surprised to find 
what vour individual effort plus organized co-operation as 


\ this will do. 


“This is the Company of Co-operation.” 
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“A Life Insurance Company’ 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 











ACACIA 


A Service Institation—Not a Commercial Company 


Insurance in Force Over $300,000,000 
Assets Over 30,000,000 


Ideal Agents’ Monthly Income Contract 
Low Net Cost Real Service 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 























PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, Eng- 
land, whose long list of publigations on fire, life, marine and other 
branches of insurance embrace the most valuable and standard trea- 
tises on these subjects. Send Ten Cent Stamp for Catalogue. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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SOUTHERN LIFE AND HEALTH INS. CO. 


‘‘Oldest and Best’ 
Has openings for good debit men and business 
producers. 
BIRMINGHAM, ALA. 














Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 


Life Insurance Co. 
of 


Fort Worth, Texas 
JAS. L. MISTROT, Pres. TOM POYNOR, V.-Pres. 
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